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deo INSTITUTION is dedicated to the service of hu- 
manity. Man’s basic interests are self-preservation and 
the well being of his family. Through knowledge and 
understanding of these hopes and ambitions we stand 


ever ready to aid him in the realization of these noble 
objectives, 
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L.0.M.A. Provided 
Strong Testimony 
for Top Planning 


‘Need for Realistic 
Statistics Stressed 
at Washington Meet 


The strong trend within life com- 
panies to setting up definite planning 
divisions with the objective of saving 
manpower, reducing costs and increasing 
service was evident in discussions and 
papers at the spring conference of Life 
Office Management Assn. in Washing- 
ton, D. C. Other preoccupations were the 
increasing adoption of mechanized op- 
erations in records and communication, 
the press of war problems and the extra 
work caused by the qualification of 
many life insurance agents under the 
revised social security act. The meeting 
was guided by Horace T. Polk, treas- 
urer of National L. & A., and president 
of the association. 

It was reported that, as expected, war 
mobilization caused a decline in the to- 
tal number of examinations taken in 
the courses of L.O.M.A. Institute. 
There was an overall decrease of 20% 
in the first two courses from the 1950 
record figure of 9,124 examinations. By 
contrast, enrollments in the fellowship 
course increased 40% above the 1950 
total. This year the students enrolled 
for examinations came from 255 life 
companies and associations, a new rec- 
ord for spread. It was reported that in 
some companies an increase was ob- 
served in the proportion of girls taking 
the examinations, reflecting the fact that. 
some companies are beginning to train 
women for positions that are now held 
by men subject to military duty. 

Burgh S. Johnson, comptroller Guar- 
dian Life, warned that, while there is 








unquestionably a market for monthly 
premium insurance, life companies 
should be certain of the cost involved 
before attempting to promote such a 
program. A company not considering 
the cost is likely to find itself doing a 
large volume of business with a_ sub- 
stantial loss per unit, he declared. 


Illustrates Value of Planning 


George C. Boddiger, assistant secre- 
tary L.O.M.A., reported that the use of 
staff planning units in life offices has 
been growing rapidly and that an 
L.O.M.A. survey showed that the bene- 
fits from setting up such units far out- 
weigh the cost involved. There were 53 
companies which replied to a question- 
naire sent out by L.O.M.A. with replies 
coming mostly from companies with 
more than $100 million in force. Of the 
companies reporting, 35 had _ central 
planning units. Between 1946 and 1951 
these companies increased their per- 
sonnel 13% while business in force in- 
creased 38%. The 18 companies with no 
central planning facilities increased per- 
sonnel 25% with a 42% increase in busi- 
ness in force. 

_ Mr. Boddiger commented that “mak- 
ing adjustment to compensate for the 
difference in the increase in business in 
force of the two groups, we find a 14% 
Increase in personnel in the group with 
planning departments correspond to a 
25% increase in the non-planning group. 
Assuming an average salary of $3,000 
per worker per year, the excess salary 
(CONTINUED ON PAGE 24) 


Group Hospital, Medical 


War Risk ls Big 


Catastrophe Cover Coming [opic at Western 


DENVER—insurance against group 
catastrophic hospital and medical ex- 
penses is going to be a big develop- 
ment of the near future, to judge from 
the interest shown in the coverage at 
the western meeting of Society of 
Actuaries. 

M. L. Grover of Johnson & Higgins 
of California, San Francisco, said such 
coverage is a necessary step in forestall- 
ing socialized medicine. 

W. G. Schneider, Bankers Life of 
Iowa, said his company has been ex- 
perimenting with catastrophe coverage. 
He favored increasing the amounts of 
the deductible and the coinsurance in 
line with increasing income of the in- 
sured. 

E. B. Whittaker, Prudential, discussed 
catastrophe insurance at some length 
but specified that it be off the record. 


Trade Association Experience 


In the discussion on industry-wide 
group plans covering employes of many 
employers some of the points brought 
out were these: Occidental of Cali- 
fornia feared anti-selection when it first 
wrote trade association groups but ex- 
perience has been good. Prudential has 
found that a local trade association 
is much closer to the local employers 
than is a national association and can 
help put a plan across. On the other 
hand, with a national plan, the board 
of trustees may be so large as to be 
unwieldy and they cannot be counted 
on to help enrollment. Where more than 
one local of a union is involved, there 
is apt to be friction, as each local wants 
to have control. There is a tendency 
of attorneys to tie things down too 
tightly in trust agreements. Some things 
should be left for the trustees and the 
insurer to work out and agree on. It 
should not be mandatory to have the 
signatures of too many trustees in mak- 
ing changes. Insurance company par- 
ticipation in drawing the trust agree- 
ment will save much time and trouble 
later. 


Midget Group Problems 


With group casualty coverages of less 
than 25 lives Lincoln National has had 
no technical problems, the main dif- 
ficulty being to write and service these 
problems within reasonable expense 
limits. Loss ratios have been about the 
same as under the larger groups, and 
the same 75% participation is required 
on these groups as in the larger ones. 

California-Western States life issues 
down to 10 lives and has done so at 
low cost under the California unemploy- 
ment compensation disability law. Be- 
cause of the compulsory feature, the 
company has developed “canned” plans 
to reduce expense. It has come to light 
that employers often become interested 
in a group casualty plan because they 
know of some latent claim. This indi- 
cates the desirability of the company 
being able to exercise selection, as with 
wholesale life. 

London Life requires evidence of good 
health in the less-than--25 groups. Ad- 
verse selection is found frequently in 
smaller groups. Experience has been 
good, slightly better on both A. & H. 
and life than on the larger groups. 


Hospital Insurance Package 


Occidental of California has intro- 
duced a hospital insurance package on 
which the agent gets a collection fee 
for servicing the case but it will take 
time to iearn whether the agents will 
service the business properly, although 
the company is optimistic on this point. 

Metropolitan Life has found there is 


a marked upward trend in the claim 
frequency rate and claim costs under 
hospitalization, one reason being the 
postwar rise in the birth rate, with con- 
sequent greater number of dependents 
per employe. Also there is quite a 
tendency for certain types of conditions 
to be treated in a hospital because .of 
the existence of hospital coverage. 
Evidence is that premiums may have to 
be increased. 

There was some discussion of pos- 
sible problems arising from the adop- 
tion of the proposed new form of annual 
statement, but nobody seemed much 
concerned about it. 

Wednesday afternoon was devoted to 
the forum on the problems of the smaller 
companies, conducted by Gardner F. 
Knight of Berkshire Life. It will. be 
reported in next week’s issue. 





Urges Insurance Attention 
to Manpower Mobilization 


Francis V. Keesling, Jr., 1st vice- 
president and general counsel West 
Coast Life, drew upon his war-time 


experiences as a manpower official in 
Washington in his talk before Assn. of 
Life Insurance Counsel at Hot Springs, 
Va., when he advised the life insur- 
ance industry that it should take a 
part in seeing that war mobilization is 
carried on smoothly. 

According to the speaker unless pre- 
ventive measures are taken pending 
legislation in the Senate and House to 
transfer the selective service system to 
the department of labor will be enacted 
by default. He reported that during the 
last war it became necessary for him 
to prevent other agencies from taking 
over some or all of the selective service 
functions. Mr. Keesling said that dur- 
ing the past two weeks he had taken 
the initiative at Washington to see that 
the senators and congressmen are ap- 
praised of the true facts. 


Local Boards Best for Job 


The speaker maintained that selec- 
tive service should not be under the 
department of labor or any other agency 
of the government with a special in- 
terest and that it can be best admin- 
istered by the volunteer workers on the 
local level. He feels that the uncom- 
pensated local board workers should 
make the decisions as to which men 
go into the armed forces and deter- 
mine also problems involving stabiliza- 
tion and transfer of war workers. He 
reported that during the last war there 
was an almost unbelievable deficiency 
in liaison between Washington and the 
various parts of the country concern- 
ing the problems of those engaged in 
the war effort. Failure to put into ef- 
fect a more completely adequate man- 
power program than was iin effect 
during the last war will result again in 
post-war inflation and jeopardy to the 
national economy and_ security, he 
said. 





Martindale in New Post 


Melvin Martindale, formerly actuary 
of the Texas department, has joined 
John S. Rudd, Jr., consulting actuary 
at Austin, Tex., as associate actuary. 

Mr. Martindale at one time was with 
Southwestern Life, then Great Southern 
Life and later Humble Oil & Refining 
Co. at Houston. He taught on the fac- 
ulty of Texas A. & M. College and at 
University of Texas before joining the 
Texas board as assistant actuary in 
1948, 





Actuarial Meeting 


Should Insurers or 
Government Be 


Made Responsible? 
By ROBERT B. MITCHELL 


DENVER — Discussion of war risk 
underwriting took the leading spot at 
the western meeting of Society of 
Actuaries and quickly brought out a 
basic difference in approach: Whether 
to regard a certain amount of extra 
mortality from war hazards as some- 
thing to be taken in stride or to consider 





R. G. Stagg Valentine Howell 


that it is something that the nation as 
a whole should shoulder and _ hence 
a risk that a company should not be 
expected to assume at all. 

This difference in views was sum- 
marized succinctly by Valentine Howell, 
executive vice-president of Prudential 
and president of the society. In com- 
menting on remarks of Edward Ruse 
of Confederation Life, who spoke for 
the non-assumption view, Mr. Howell 
observed that Mr. Ruse apparently felt 
the companies are divided into two 
schools of thought: “The war clause 
school and the Santa Claus school.” 

Mr. Howell opened the first session 
Tuesday, touching on some of the prob- 
lems currently facing the actuaries, chief 
among which is the matter of war haz- 
ard restrictions. Another he mentioned 
is the interest rate on investments and 
the fact that a glut of investment op- 
portunities has succeeded the former 
scarcity. 


Group, A. & H. Interest Up 


Mr. Howell also remarked on the 
number of companies that are taking an 
active interest in the group and A. & H. 
business as against little if any con- 
cern with these fields previously. 

He then turned the gavel over to 
Ronald G. Stagg, president of North- 
western National and vice-president of 
the society. L. S. Norman, American 
United, said control of anti-selection 
involves control of the agent. He said 
his company had found it effective to 
point: out to agents that the war scare 
appeal might produce business but it 
would probably not renew well. In the 
age group 17-25 his company has shown 
a higher average premium and a lower 
average amount and the group repre- 
sented a smaller percentage of the com- 
pany’s total new business than before 
the Korean war started. 

He said “we should remind our- 
selves that the function of war clauses is 
not to avoid war claims but to avoid 

- (CONTINUED ON PAGE 23) 
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Massachusetts Mutual Looks Back on 100 
Years of Progressive Conservatism 


NEW YORK — Massachusetts Mu- 
tual’s history as a soundly progressive 
liberal institution marked by. readiness 
to make new liberalizations retroactive 
for old policyholders and diligent in pro- 
viding beneficiary agreements to suit 
varying needs of individual policyhold- 
ers, was traced by President Leland J. 
Kalmbach at the opening business ses- 
sion of the centennial convention Mon- 
day morning at the Waldorf-Astoria 
hotel in New York City. 

The convention, attended by more 
than 1,200 agents, general agents, home 
office officials and wives was the largest 
in the company’s history and ran from 
last Friday through Tuesday. It fol- 
lowed a week-long series of festivities 
at Springfield, the program for which 
was given in detail in May 11 issue. 

One of the features of the centennial 
was the publication of the book, “A 
Century of Service,” and Mr. Kalmbach 
said that it struck him that one predom- 
inant and persistent quality has been 
typical of the leadership and record of 
the company’s performance through the 
years and that has been an unwavering 
determination to maintain a safe and 
wholesome balance between conserva- 
tism and liberalism in the general poli- 
cies and operations of the company. 

Because of its high sense of trustee- 
ship, the company has moved cautiously 
and conservatively in its underwriting 
and investment policies on the assump- 
tion that its first obligation is to follow 
sound principles in every phase of oper- 
ations, so that “over the years the com- 
pany can furnish insurance protection 
at the lowest possible cost consistent 
with safetv and a high standard of serv- 
ice,” said Mr. Kalmbach. 


Liberalism Banked With Caution 


“It has not been the first to try the 
new. But neither has it been the last to 
lay aside the old. In keeping with its 
motto ‘We Serve,’ it has endeavored to 
be as liberal in its policies and in its 
treatment of policyholders as is consist- 
ent with safety and with equal treatment 
for all. 

“As a result, no life insurance com- 
pany in the country offers more favor- 
able contracts to its policyholders, 
everything considered, than does the 
Massachusetts Mutual. No company is 
more ready to make new liberalizations 
retroactive for old policyholders, subject 
to practical considerations of safety and 
eauity. And no company strives more 
diligently to provide beneficiary agree- 
ments to suit the varying needs of in- 
dividual policyholders. These are some 
of the reasons why Massachusetts Mu- 
tual ends its first century second to 
none in the esteem of those who know it. 

“If, because of sound conservatism, 
our company has moved slowlv at times, 
it has always moved forward when it 
has moved. Once it has been sure of its 
footing, it has not faltered in its will- 
ingness and ability to meet changing 
conditions with new policies and new 
methods, which is the essence of true 
liberalism.” 

Recalling how the company has kent 
its underwriting policies in sten with 
changing conditions, Mr. Kalmbach 
mentioned that as the prohibitive haz- 
ards of the California gold rush days 
diminished, reductions in premiums and 
liberalization of underwriting restric- 
tions reflected the improved expectation 
of life for residents there. Similarly, 
emploves of steamboats and railroads 
were given more favorable consideration 
as greater safety characterized these 
means of transportation. 

Mr. Kalmbach also mentioned that in 
the influenza epidemic of 1917-18 many 
companies drastically cut their dividends 
to nolicvholders but Massachusetts Mu- 
tual held that such emergencies were 
the sort of thing that surplus was for. 
Hence, it did not reduce its dividends 
even though it meant a reduction in sur- 
plus for the year 1918 equal to 40% of 
that year’s total dividend payments. The 





management, he said, felt that it had 
no moral right to penalize policyholders 
through reduction of current dividends 
when it could avoid such penalty by 
proper use of surplus. However, pro- 
longed depression of the 1930s was rec- 
ognized for what it was and Massachu- 
setts Mutual, along with all other com- 
panies, prudently reduced its dividend 
scale as a necessary measure of safety. 
As a current example of the com- 
pany’s public relations attitude Mr. 
Kalmbach cited the way in which the 
company has met problems of the 
Korean war. Instead of the simple but 
drastic measure of enforcing war re- 
strictions, the company decided on a 
more liberal procedure, having in mind 
the combined interests of the company, 
the field force, and the insuring public. 
It felt that in the long run it would be 
wholesome for the company to include 


among its policyholders the many young 
lives who might have sought coverage 
elsewhere if underwriting had been too 
restrictive. Unwillingness to cut into 
the normal market of the agents unless 
absolutely necessary was also a factor, 
besides which the company wanted to 
offer protection to as many lives as 
possible. 

Mr. Kalmbach paid tribute to the 
“small group of sturdy New Englanders 
who had the courage and foresight to 
start the Massachusetts Mutual” and to 
the many since that time who have con- 
tributed to the company’s progress. He 
expressed particular regret that the late 
Alexander T. Maclean, who preceded 
Mr. Kalmbach as Massachusetts Mutual 
president, could not be at the conven- 
tion. He had looked forward to the 
occasion with keen anticipation, said Mr. 
Kalmbach, and had initiated a number 
of the plans that were adopted for the 
centennial celebration. 

Vice-president Chester O. Fischer 
closed the Monday morning session with 

(CONTINUED ON PAGE 22) 





Lead Mass. Mutual at Century Mark 


In black ties for 
the 100th anniver- 
sary celebration of 
Massachusetts 
Mutual Life in New 
York City are, left to 
right, Chester O. 
Fischer, vice-presi- 
dent; Leland J. 
Kalmbach, president, 
and Charles H. 
Schaaf, vice-pres- 
ident. 





<The 
COMMONWEALTH 
Commentary 


EXTRA DOLLARS AHEAD 


You should sell more insurance and earn more dollars 
during the coming months than ever before. 


Why? Civilian production is shrinking as mobilization 
is stepped up. That — coupled with still rising wages 
and the prospect of a noticeable decline in the cost of 
living — means extra money that the public can spend. 


Where will this extra money go? You, the insurance 
underwriter, can help keep the dollar sound and curb 
the inflation spiral by diverting part of these surplus 
dollars into security for tomorrow. 


Gear yourself now for the extra-dollar days which might 


,come sooner than you think. 


é., INSURANCE IN FORCE MAY 1, 1951, $496,871,704 


COMMONWEALTH 
Life Jusurance Company 


HOME OFFICE ¢ LOUISVILLE, KY. 





Business Must Unite 
To Refain Right To 
Develop Own Forms 


Brooke Cites Need for 
Determining How Far 
Regulation Should Go 


Addressing the annual meeting a 
Assn. of Life Insurance Counsel at Hot 
Springs, Va. Dwight Brooke, vice- 
president and general counsel Bankers 
Life of Iowa, urged greater company 
unity in the face of regulatory influence 
to the point where insurance depart- 
ments virtually develop policy forms, 
The need of the insurance business for 
its own philosophy and for unification 
is greater than ever before, he said. This 
may mean a small surrender of indi- 
vidual and company independence, but it 
will mean a perfectly proper and strong- 
er voice in legislation and legislation af- 
fecting the unique, stringently regulat- 
ing business of insurance, he declared. 

According to Mr. Brooke it is im- 
possible for his company and, in fact 
all but a very few companies, to cope 
with the problems of legislation and 
regulation which demand careful, con- 
tinuous and thoughtful attention. He 
commented, “For that reason, among 
others, we are thankful for the ex- 
tremely fine work of our trade asso- 
ciations, and particularly American Life 
Convention and the Life Insurance 
Assn.” 

He called for the insurance business 
to seriously consider what the regula- 
tion and control of the business should 
be. In the present situation, with no 
well conceived philosophy of govern- 
ment or economics evidenced, with po- 
litical power in new and well organized 
groups and regulatory and administra- 
tive officials exercising greater influence 
on legislation and insurance affairs, 
stronger insurance leadership is called 
for. 

Commissioner’s Great Power 

According to Mr. Brooke, the state 
insurance commissioner has far greater 
powers than those vested in most other 
regulatory officials. He has an annual 
licensing power with its recurring right 
to pass on insurance company affairs 
and limit activities. His inquisitorial and 
visitorial powers are exceedingly great. 
His examiners act as auditors or ac- 
countants for the business. He has 
power in many states to sue in his own 
right and to be sued, a power not 
usually found in other administrative 
agencies. The extent of his authority is 
enlarged by the fact that his proceed- 
ings are, for the most part, informal, 
without rules or established procedures. 
In arriving at decisions, the insurance 
commissioner frequently ignores rules 
of evidence and takes action without 
formal hearing or even a record having 
been made, “In many respects he is 
an automatist in that he takes no orders 
from others except as they are found in 
the statute books. Every branch, divi- 
sion or department of a company feels 
the influence of the commissioner.’ 

The powerful commissioners frequent- 
ly disapprove policy forms upon purely 
technical grounds, he declared. In the 
normal course of events, forms are sub- 
mitted which are believed to conform 
to the laws and the statutes. According 
to Mr. Brooke, the problem of whether 
the insurance departmental officials or 
the companies are going to write policy 
forms, complicated by the question: 
“Should we go along because the ap- 
proval doesn’t concern a matter of sub- 
stance, attempt to induce a change 0 
attitude, or get into a reluctant open 

(CONTINUED ON PAGE 23) 
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Area Management 
Conference at 
L. A. Sets Record 


The life insurance management area 
conference for southern California, 
Arizona, and Hawaii, held at Los 
Angeles, had the largest attendance in 
its five years of history. “How It’s Done 
in 51” was the theme. : 

Arthur D. Hemphill, Equitable So- 
ciety, San Francisco, spoke at the open- 
ing session. Dr. Robert A. Milliken, 
head of California Institute of Tech- 
nology, was the luncheon speaker. _ 

Two panels were held, the morning 
one on “Selection, Recruiting and 
Financing,” with George N. Quigley, 
Jr, Manufacturers Life, as moderator, 
and Jack White, Prudential; E. : 
Ellis, Pacific Mutual; Ralph W. Fischer, 
Northwestern Mutual, and Melzar C. 
Jones, Connecticut Mutual, as panel 
members. 

The afternoon panel was on “Agency 
Morale, Motivation, Meetings and 
Campaigns,” with W. Thomas Craig, 
Aetna Life, chairman N.A.L.U. com- 
mittee on general agents and managers, 
as moderator, and Walter G. Gastil, 
Connecticut General; Weymouth L. Mur- 
rell, Mutual Benefit; Walter J. Stoessel, 
National Life of Vermont, and Chase 
Wickersham, New York Life on the 
panel. 

Build Despite World Conditions 


Mr. Hemphill declared that in his 31 
years in life insurance there always 
have been upsetting conditions, and that 
it is possible to build in spite of world 
conditions. Life insurance paid off dur- 
ing the depression and more was sold. 
Producers were trained to follow the 
dollar into the industrial plants and they 
continued to sell life insurance. Recruit- 
ing should be from all classes, he said. 

The panel on recruiting took up the 
best sources and the best market for 
men, relative advantages of college men 
and older men, use of advertising and 
letters in getting prospects, financing, 
selection tests, standards for average 
earnings the first and second years, 
amount of inside training and super- 
vision on the job. 

The panel on agency morale, motiva- 
tion, meetings and campaigns took up 
all the angles of these various topics. 
Inclusion of wives and families of agents 
in agency activities was favored. The 
question of what specific recognition 1s 
given agents was taken up in consider- 
able detail. 

Participating were the Los Angeles, 
Arizona, San Diego, Long Beach and 
Hawaii associations. 


Middle Atlantic Actuaries 


Meet at Baltimore, June 8 


Middle Atlantic Actuarial Club will 
hold its spring meeting at Baltimore on 
June 8. William Chodorcoff, 2nd vice- 
president and associate comptroller of 
Prudential, will discuss the new annual 
statement form. Walter Rothschild, 
treasurer of Sun Life of Baltimore, will 
comment on the investment outlook. 
Paul C. Moore, actuary of Atlantic Life, 
will treat income disability. Ralph 
Edwards, associate actuary of Balti- 
more Life, will report on the Denver 
meeting of Society of Actuaries. Thom- 
as P. Bowles, Jr., Bowles, Andrews & 
Towne, Richmond, club president, will 
be in the chair. 


To Confer on Group Plan 


WASHINGTON—A committee rep- 
resenting group companies is sched- 
uled to confer May 28 with Director 
Kane of the Defense Department, who 
said he expects them to submit a new 
group plan for use in connection with 
js national defense projects rating 
Plan. 


Millard Bingham, Mutual Benefit Life, 
Springfield, has been elected president 
of Central Illinois C.L.U. chapter. 








Mention Reault 
for Michigan Post 


Joseph Reault of Maccabees is getting 
a lot of support from prominent insur- 
ance leaders, especially in company 
ranks, for appointment as insurance 
commissioner of Michigan to succeed 
David A. Forbes, who is retiring July 1. 
Gov. Williams has received many letters 
from insurance company executives in 
behalf of Mr. Reault. Until he went 
with Maccabees several years ago, for 
12 years he was with the Michigan de- 
partment. He has not been a factor in 
politics and there are some who feel 
that Gov. Williams may feel obliged to 
take political background into account, 
especially because he so recently went 
outside of the political pale to appoint 
Blair Moody as U. S. senator. 


Mundus Out of Running 

Joseph Mundus, prominent local agent 
of Ann Arbor, who was prominently 
mentioned as a possibility for appoint- 
ment as commissioner, is now believed 
to be out of the running. 

A possibility is William Flint, who is 
head of the complaint bureau of the in- 
surance department. He was formerly 
a local agent at Grand Rapids, and was 
for a short time with the Forbes & Bel- 
knap agency there of which Commis- 
sioner Forbes is a partner, Mrs. Flint 
is Democratic county chairman in Kent 
county and has been a highly effective 
Democratic worker. 


Nominate C. V. Anderson for 


Russell Memorial Award 


Ohio Assn. of Life Underwriters 
nominated C. Vivian Anderson, Provi- 
dent Mutual, Cincinnati, for the John 
Newton Russell memorial award. Mr. 
Anderson has been in the business for 
nearly 40 years at Cincinnati and has 
been president of the National, Ohio, 
and ‘Cincinnati associations. 


Fla. Code Bill 
Killed in House 


The Florida insurance code bill met 
its Waterloo in the house, after having 
passed the senate. It was killed by the 
house insurance committee. This elab- 
orate piece of proposed legislation is 
now dead. Due to extensive amend- 
ment, elements of the insurance business 
had withdrawn their opposition and as 
a matter of fact there were some insur- 
ance people that felt that it should be 
enacted and that it represented in many 
respects an improvement over the exist- 
ing law. One report is that the death 
knell came because of a political situa- 
tion that developed. The senate leaders, 
it is said, were very anxious to have the 
legislation passed and they exerted a 
great deal of pressure on the house to 
go along. Apparently the house balked 
at this and kicked up its heels. 


Faltysek Occupies Public 
Relations Post for A.L.C. 


William H. Faltysek has joined Amer- 
ican Life Convention in charge of pub- 
lic relations. He received training in 
journalism at Northwestern University. 
After army service, he remained in 
France to take a public relations posi- 
tion with the U. S. government in Paris. 
He has most recently been associate 
editor of “Safety Education,’ a maga- 
zine issued by the National Safety 
Council. 

Mr. Faltysek is the son of Edward J. 
Faltysek, former general agent at Chi- 
cago for Equitable Life of Iowa. The 
elder Mr. Faltysek is now a producer 
for that company at Chicago and Wil- 
liam Faltysek was with him as an agent 
for a brief time following his return 
from overseas. 


National L. & A. will pay a dividend 
of 12%4 cents per share June 1 to stock 
of record May 18. 
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Propose Zaiser for 
N.A.L.U. Trustee 


Iowa Association Backs 
Candidacy—H. A. Miller 
Named New President 


Iowa Assn. of Life Underwriters at 
its annual meeting in Des Moines went 
on record as urging the candidacy of 
Will H. Zaiser, Prudential, Des Moines, 
for N.A.L.U. trustee. 

Mr. Zaiser is the retiring president 
of the association. Harold A. Miller, 
Mutual Life, Council Bluffs, newly 
elected president of the Iowa associa- 
tion, made the recommendation that it 
urge the candidacy of Mr. Zaiser for 
trustee. 

Formal action is expected to be taken 
at the June 25 training school for local 
association officers. Under the rules of 
the Iowa association, trustee candidates 
must be approved by state committee- 
men and the national committeeman. 
This rule was adopted following a con- 
troversy several years ago when the 
state had two candidates for trustee. 
The state comitteemen could meet at 
the June 25 school or a mail poll could 
be taken. 

Ray E. Short, Equitable Society, 
Cedar Rapids, was named vice-presi- 
dent of the state association; A. : 
Pickford, Provident Mutual, Des 
Moines, secretary, and Newell C. Day, 
Equitable of Iowa, Davenport, national 
committeeman. 

The Davenport association won the 
annual achievement award with Water- 
loo second and Sioux City third. 


Plan By-Laws Revision 


The Iowa association voted to set up 
a committee to make a study and pre- 
pare recommendations for revising its 
by-laws and constitution of the asso- 
ciation. It also urged faster reporting 
on national quality awards and dis- 
cussed only briefly uniformity of con- 
tracts. 

Hal L. Nutt, director of the Purdue 
course, spoke on “Managing Your Con- 
fusion” at the Des Moines General 
Agents and. Managers Club banquet, 
attended by state association delegates. 

More than 300 attended the sales con- 
gress held at the conclusion of the state 
meting. One of the principal features 
was a panel discussion on “My Favorite 
Approach” by members of the Iowa 
quarter million dollar club. 

E Brock, Penn Mutual, Des 
Moines, president of the club, was 
moderator. Other panel members were 
Larry W. Fangman, Minnesota Mu- 
tual, Council Bluffs; Ted B. Longe- 
necker, Penn Mutual, Des Moines; 
R. H. Pickford, Jr., Northwestern Mu- 
tual, Cedar Rapids, and Leland T. 
Sloane, Central Life of Iowa, Daven- 
port. 

B. N. Woodson, executive vice-presi- 
dent of the State Life of Indiana, spoke 
on “Alphabetical Underwriting; Isaac 
S. Kibrick, New York Life, Brockton, 
Mass., on “What’s Old, What’s New in 
Business Insurance,” and George Allen, 
Prudential, Kansas City, on ‘“Op- 
portunity.” 





Advisory Council Meets 


A four-day meeting of the general 
agents’ advisory council of Aetna Life 
was held at the home office. The council, 
comprising general agents who have 
been awarded the President’s Trophy 
for outstanding agency performance the 
preceding year, met with company offi- 
cials in a series of conferences to dis- 
cuss agency management and_ sales 
problems. 

Paul R. Green of Seattle was elected 
chairman of the council, succeeding 
A. H. Hiatt, Jr., Minneapolis. Ferris E. 
Pence, Oklahoma City, was named sec- 
retary. Other general agents attending 
the council meeting were Herbert W. 
Florer, Boston; Rayford B. Hills, Dal- 
las; H. Horton Humphrey, Newark, and 
Francis E. McMahon, Detroit. 
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Members of the Northwestern National Life field forces all over the country recently celebrated passing of the $1 billion in 
force mark by the company with celebrations in their communities. Starting from the left. Homer G. Hewitt and his wife blow 
horns to celebrate the achievement at Houston. S. C. Rose, Jens Island. M. E. Larson. Howard Yerxa, Otto Veth and Earl 
Moore join hands to commemorate their 223 years of combined service in the White & Odell agency at Minneapolis. General 
Agent Charles M. Roudebush presides at festivities at Columbus. O. On the right. General Agent Harold D. Leslie of Los 


Fight to Senate for 61/.% 
Tax on Investment Yield 


WASHINGTON American Life 
Convention atid Life Insurance Assn. 
of America are preparing to make a 
fight for their proposed 642% flat rate 
tax on life company investment income 
before the Senate finance committee 
after the revenue bill, still in process in 
the House ways and means committee, 
has passed the House. Presentation of 
the proposal to that committee laid the 
groundwork for such a fight. 

Meanwhile, it was understood some 
time ago between internal revenue off- 
cials and life representatives that the 
question of taxability of renewal com- 
missions of life insurance agents should 
not be dealt with in regulations issued 
by the bureau because that depends 
upon the agent’s contract and other 
facts and circumstances surrounding or 
relating to the inclusion of life agents 
among “employes” under the social se- 
curity amendments of 1950. 

While the department has been is- 
suing so-called letter rulings to individ- 
ual life companies, notably Lamar Life 
and Equitable Society among others, 
some life insurance attorneys think it 
would be helpful if the department 
would issue something general on the 
subject indicated above. Other such at- 
torneys, however, say the subject does 
not lend itself to generalization in de- 
cisions or regulations. 

Meanwhile, also, internal revenue has 
forwarded to the Treasury Department 
regulations under the new social se- 
curity law, which are understood to deal 
further with the status of life agents. 
These regulations had not been ap- 
proved by the department, and were 
not expected to be available unless and 
until published in the Federal Register. 





Coates, Jr., in Father's Firm 


Barrett N. Coates, Jr., has joined 
Coates, Herfurth & England, consult- 
ing actuaries, at the San Francisco 
office. He had been associated with 
West Coast Life in the actuarial depart- 
ment for three years. He completed the 
actuarial course at University of Mani- 
toba and is a graduate of the University 
of California. He is a war veteran. 

Mr. Coates’ father is the founder of 
the firm, which has been handling 
actuarial business in all of the western 
states for 27 years. The company main- 
tains offices at Denver and Los Angeles 
as well as San Francisco. 


Mail Order Men to Meet 


The annual meeting of Assn. of In- 
surance Advertisers, mail order insurer 
group, will be held at Sheraton Hotel, 
St. Louis, May 31. 











Beneficiary in N. J. Case 


The court of appeals for the third 
circuit has overruled the U. S. district 
court in New Jersey and held in Phoe- 
nix Mutual Life vs. Connelly that the 
life company is liable to the assured’s 
assignee over the beneficiary. The lower 
court had theld that the insured’s as- 
signee acquired nothing more than the 
interest of the insured and that since 
the insured’s right was contingent upon 
his survival over the beneficiary, the 
assignee took nothing. 

In reversing the decision, the court 
of appeals held that the language of 
the policy clearly indicated an inten- 
tion to reserve to insured the power 
to alter both his interests and those of 
the beneficiary by assignment of the 
policy. The New Jersey “vested inter- 
est” concept of the beneficiary’s status 
was held not to be incompatible with 
his contractual arrangement. 

The question came up as to whether 
the proceeds of the policy were exempt 
from the claim of the assignee under 
the married women’s statute of New 
Jersey. The court recognized that the 
legislative purpose of the statute was 
to assure that the provision which an 
insured makes for ‘his wife and children 
through life insurance after his death 
should receive substantial protection 
against claims of credit. But the court 
stated that the essential scope of the 
act is the protection of policy proceeds 
payable to a widow against claims for 
general creditors of the estate after the 
insured’s death and does not limit the 
powers of the insured during his life- 
time, nor may it be invoked against the 
assignee-creditor who attempts to real- 
ize on his security. 


Hear Retail Credit Man 


P. M. Stansbury, Retail Credit Co., 
spoke before Los Angeles A. & : 
Managers Club on “A. & H. Claims 
Field as Known to the Inspection Com- 
panies.” 

He pointed out that the companies are 
worried about the rising costs of hos- 
pitalization. In answer to questions he 
said Los Angeles hospitals in most in- 
stances will permit inspection of pa- 
tients’ charts, and that this is true in 
part in San Francisco. ‘He said hospital 
costs in California are from 40% to 60% 
above the national average. 








Reception for C. R. Jones 


R. J. Ardison, superintendent of agen- 
cies of Massachusetts Mutual, has sent 
out invitations to a reception at Wash- 
ington, C., May 31, in honor of 
Chester R. Jones, recently named as its 
general agent there, who is the new 
president of District of Columbia Life 
Underwriters Assn. 


Landon to Southlan 


Life 
Home Office; Aycock and 
King Take New Posts 


Landon has been named _ su- 
perintendent of ordinary agencies of 
Southland Life. Kenneth B. Skinner 
continues as assistant agency director, 
directly under Joe Woodward, vice- 
president and agency director. 

Roland M. Aycock, manager at Little 
Rock, will replace Mr. Landon as man- 
ager at Forth Worth. Buddy King, 
agency assistant at the home office, will 


Leon 


become manager for Arkansas’ with 
headquarters at Little Rock. 
Mr. Landon graduated from West 


Texas State College and entered life 
insurance in 1936 with Southwestern 
Life, later becoming assistant manager 
for that company at Amarillo. In 1944 
he went with Southland as manager at 
Abilene, Tex., and in 1948 transferred 
to Fort Worth as manager. 

He was president of Abilene Assn. 
of Life Underwriters, is now vice-presi- 
dent of the Fort Worth C.L.U. chapter 
and L.U.T.C. chairman there. 

Mr. Aycock, a marine corps veteran, 
became an agent of Southland in 1948, 
is a graduate of the S.M.U. course, 
and became Arkansas manager when 
the company entered that state in 1949. 
Mr. King graduated from Southern 
Methodist, served in the army during 
the war and joined Southland as an 
agent at Dallas in 1949. In 1950 he was 
named agency supervisor at the home 
office and last January was promoted 
to home office agency assistant. 





Must Bargain with Engineers 


National labor relations board has 
adopted findings, conclusions and re- 
ommendations of its trial examiner 
that Atlas Life has engaged in unfair 
labor practices. 

The board ordered the company to 
desist from refusing to bargain collec- 
tively with local 948, International 
Union of Operating Engineers, as rep- 
resentative of all company employes in 
the Atlas Life building, Tulsa, who are 
required to hold a city engineer’s license. 

Office and clerical employes, super- 
visors and certain other specified groups 
are excluded. 

The board denied the company’s re- 
quest for oral argument. 





Neb. Institute Elects Packard 


Insurance Institute of Nebraska has 
elected Wayne L. Packard, vice-presi- 
dent and treasurer of Security Mutual 
of Lincoln, as president, and George 
Ling, Woodmen of the World of 
Omaha, as secretary-treasurer. Ralph 
E. Kiplinger, president of Guarantee 
Mutual Life of Omaha, was speaker. 


-ance, which now makes up $14 billion of 


Gala Ceremonies 
Mark Berkshire’s 
100th Anniversary 


_ A gala celebration was held at Pitts. 
field, Mass., last week marking 4, 
100th — anniversay, 
of Berkshire Li 
Ceremonies wer, 
held in the city, 
park circle ap; 
large crowd, 
turned out for th 
unveiling of, 
plaque by. Maye, 
Capeless on a go. 
ner of the Berk 
shire building, 

Mr. Capeless pai 
high tribute to th 
company, remark. 
ing that it js 
greatly respect. 
ed by competitors and throughout it 
100 years has been known to be sound, 
friendly, of high purpose and integrity. 
and of real service to the city. He saig 
that he could not wish it to be a better 
company, only a bigger company. 

President Harrison L. Amber in his 
address commented that the company js 
moving forward at a faster pace than 
ever before, making great strides jn 
strength and earning capacity. This 
alone is not worthy of great praise, he 
stated, but is only valuable to the com- 
munity and the country if it transfers 
its growth to the betterment of human.’ 
ity. Since life insurance does this, Mr, 
Amber remarked that Berkshire is proud 
not so much of its financial size as it 
is of the service it is rendering to 
humanity. 


600 Tour Home Office 


The home office held open house for 
employes and members of their fami- 
lies. More than 600 toured the depart- 
ments, saw the various exhibits, and 
met the members of the staff. A dozen 
girls dressed in the colorful skirts of 
the 1850’s acted as guides. ; 

On exhibition were a 100 “candle” 
anniversary cake inside of the entrance 
of the building, a large book briefly re- 
viewing the history of the company and 
the United States, and a scroll outlining 
the company’s plans for the future. 

On the top floor of the building, an 
1851 room was reconstructed repre- 
senting the original home office. Exhib- 
ited in the room were the original char- 
ter granted by the legislature of Massa- 
chusetts, a map of Pittsfield of that 
time, high bookkeeping desks, antique 
tables of the period, old ledgers, writ- 
ing equipment, and scenes of Pittsfield 
in the 1850's. . 

Berkshire ranks 72nd for total insur- 
ance in force among the 600 life com- 
panies in the U. S., is 60th in premium 
income, 45th in total payments to pol- 
icyholders, and 47th in admitted assets. 
The company does not write group 
or industrial insurance. Last year it had 
a record high of $37,256,552 in new in- 
surance, a gain of 10%, bringing total 
insurance in force to $376,217,665. 

The company was the first to provide 
non-forfeiture values in its policies and 
pioneered the writing of juvenile insur- 





H. L. Amber 


al 


all insurance written. 


Washington Club Elects 


Life Insurance Cluh of Washington 
has elected DeWitt Zook, Equitable 
Life of Towa, president succeeding 
Richard E. Eckel, Northwestern Mu- 
tual. Arthur C. Pearson, Massachusetts 
Mutual, was named vice-president, and 
William H. Fogerty, Jr., National Life 
of Vermont, secretary. 








Honor Chattanooga Insurers 


Commissioner Allen of Tennessee was 
principal speaker at a dinner at Chat- 
tanooga, honoring the three life com- 
panies there—Interstate L. & A., Vol- 
unteer State Life and Provident_L. & A.J 
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April Life Sales 
Up 4% Over Same 
Month Last Year 


Life insurance purchases in April 
showed an increase of 4% over the cor- 
responding month last year, Life Insur- 
ance Agency Management Assn. re- 
ports. The total in April was $2,284,- 
000,000 compared with $2,194,000,000 
in April, 1950. ' ’ : 

Purchases of ordinary life insur- 
ance in April were $1,510,000,000, up 
12%, industrial $466,000,000, negligibly 
changed; group $308,000,000, decrease 
18%. These represent new groups set up 
and do not include additions under 
group insurance contracts already in 
= the first four months total pur- 
chases were $9,170,000,000, increase 
5%; ordinary $5,710,000,000, up 10%; 
industrial $1,771,000,000, decrease 5%, 
and group $1,689,000,000, a decline of 


1%. 
Ohio Federation 
Reelects Hiestand 


Insurance Federation of Ohio today 

at its annual meeting at Columbus re- 
elected C. Hiestand, vice-president 
and secretary of Ohio Farmers, as pres- 
ident. 
Ts cncsttente elected were Ben F. 
Hadley, Columbus Mutual Life, H. P. 
Young, Columbus agent; Louis Mc- 
Bride, Columbus manager for U. S. F. 
& Guaranty, and W. G. Alpaugh, Cin- 
cinnati, president of Inter-Ocean. | 

Elected to the governing committee 
were: Paul M. Smith, Herman O. Tice, 
Dean M. Kerr, Vincent G. Brown, E. F. 
High, C. J. Miller and Rodney F. Stock, 
all of Columbus; Paul H. Schultz, 
Mansfield, and R. L. Kester, Toledo. 
E. C. Anstaett, Columbus, president of 
Town & Village Insurance Service, and 
Homer Trantham of Columbus continue 
as treasurer and as executive secretary- 
counsel respectively. ; 

The newly elected life committee 
consists of Robert K. Zimmer, William 
B. Hoyer, Roth H. Crabbe, Kenneth V. 
Fargo and W. O. Rayburn of Columbus, 
and Robert F. Horn, Mansfield. 

Elected to the A. & H. committee 
were Clarence L. Peterson, A. W. 
Franklin, J. M. Steward, Charles H. 
Coghlan and E. W. Welton, all of Co- 
lumbus, and W. A. Knight, Cleveland. 


Crichton Luncheon Speaker 


Commissioner ‘Crichton of West Vir- 
ginia, the luncheon speaker, discussed 
current trends and developments in in- 
surance and outlined the duties and 
responsibilities of commissioners, agents, 
companies and buyers. He said the 
commissioner is responsible for the ad- 
ministration of the insurance laws, the 
agent for sales and the company for the 
performance of the contract but that all 
of them together are responsible for 
progress. 

Mr. Crichton said an open mind, will- 
ingness to accept changes, to look at 
the long-range picture and to keep up 
with the trends are essential if the needs 
of the public are to be served. He point- 
ed out that insurance buyers are de- 
manding “package” insurance and _ll- 
tisk policies and that they should organ- 
ize to make their demands effective. 

He spoke in favor of the extension 
and liberalization of group life insur- 
ance to make that type of coverage 
available to more individuals. 

He also urged the adoption of shorter 
and simpler contracts understandable to 
the insurance buyer. He said it is of 
vital importance that insurance keep 
pace with the times and with the re- 
quirements of the public. 


15 at John Hancock Course 


Fifteen John Hancock agents have 
completed an intensive intermediate 
course at the home office in the funda- 








mentals of life underwriting. 

The two-week course dealt with inte- 
gration of social security and life in- 
surance, pensions for veterans’ depend- 
ents, settlement options and_ self- 
organization. 

This is the second school of this type 
sponsored by the general agency depart- 
ment. Instructors were James M. Smith, 
M. Lakin Hunter and Charles W. 
Hoover, agency assistants. 





Reliance Mutual Life has moved its 
head office from Chicago to 15 South 
Northwest ‘Highway, Park Ridge, III. 


85 at LIAMA’s School for 
Combination Field Chiefs 


Eighty-five managers and home office 
agency officials representing 19 com- 
panies attended L.J.A.M.A.’s school at 
Savannah, Ga., for combination com- 
pany field executives. Another school 
is scheduled later this year. 

Elected as class officers were: Presi- 
dent, William P. Hodges, vice-president 
and general manager Imperial Life of 
North Carolina; vice-president, A. L. 
Coffey, Jr., director of agencies of Life 


of Georgia at Miami; secretary, J. H. 
Gatewood, assistant manager of agen- 
cies of Equitable Life of Washington, 
D. C., at Columbus, O.; treasurer, J. L. 
Brakefield, director of public relations 
Liberty National; sergeant-at-arms, 
D. L. Smith, manager of Liberty Na- 
tional at Memphis. 

The school was under the direction of 
H. Fred Monley, director of schools 
and assistant director of company rela- 
tions. He was assisted by Kenneth L. 
Anderson, Myron E. Dean, Brice F. 
McEuen, Lewis F. Youngblood, all 
senior consultants. 
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YOUR OWN 





Men who know your side of the picture — successful 
general agency men with years of experience on the firing 
line — have seen to it that the Prosperity Contract is geared 
to the needs of the men in the field. They helped plan and 
write it. They knew how to make it provide the kind of 
cooperation and support others need to build and main-| 
tain a really prosperous business. Find out for yourself 
how The Midland Mutual Prosperity Contract helps build 
a bigger, better, more profitable future! Write today. 


The sure way lo CLT and KEEP good agen 


\Write RUSSELL S. MOORE, Manager of Agencies, for details 
he MIDLAND MUTUAL Life Insurance Company 


250 E. BROAD STREET, COLUMBUS 16, OHIO 





_Expense-Free Compensation 


Compensation plan is separate from expense. Over- 
writings — Ist year and renewal — are yours! 





Expense Allowance 


Liberal expense formula, includes allowance to 
cover office and field expense. 


ww 


Vested Overwriting Renewals 


Easy-to-attain qualifications entitle you to your 
renewals whether you live, die or quit. 


Direct Mail and Unique Sales Plans 


Result-proved direct mail for prospecting, easy-to- 
sell package plans, and successful training programs 
make even new agents quick producers. 


‘Aids to Getting and Holding Good Agents 


Liberal first-year commissions . . . monthly expense 
allowances . . . extra first and second year renewals 
:»«~ Continuing service fees . . . and an attractive re- 
tirement plan help you get and hold the best agents. 
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Phoenix Mutual Expresses Thanks to Its 
Employes for 100 Years of Service 


Phoenix Mutual Life observed the 
100th anniversary of its founding in 
a celebration at the home office under 
the direction of D. Gordon Hunter, 
vice-president and agency manager, 
assisted by Herbert C. Skiff, 2nd vice- 
president. There were more than 1,000 
guests, principally families of employes 
who toured the home office to inspect 
the numerous displays in each de- 
partment. High point of the exhibits 
was a large mechanized display tell- 
ing the story of life insurance in ac- 
tion. 

Guests at an open house visited with 
President Benjamin L. Holland and 
other company officials. The home of- 
fice was closed for the entire day on 
May 22 to enable employes to attend 
an outing at Hartford Golf Club, in- 
cluding all sorts of sports and a tea 
dance in the afternoon. The company 
banquet was held that evening at 
which a huge birthday cake was pre- 
sented. 

Earlier guests included officers of 
12 life insurance companies from the 
region. Guests on May 21 included 39 


Phoenix Mutual sales leaders who 
qualified during a 16-month competi- 
tion and 18 agency managers. A group 
of men from allied businesses had 
lunch with the officers on May 23 and 
the speaker at this closing event was 
Bruce Barton, business executive and 
newspaper columnist. 


Appreciation of Employes 


The general tenor of the anniversary 
observance was expression of apprecia- 
tion to the home office members for 
their substantial contributions to the 
success of the company at its present 
strong position. 

The company was chartered in 1851 
as the American Temperance Life for 
the insuring of total abstainers only. 
While this platform proved sound 
from an underwriting standpoint, it 
turned out that total abstainers were 
not numerous enough to bring con- 
tinued growth to the company and 
this requirement was dropped in 1861. 

The company operated in the early 
years on both a mutual and a stock 
basis, but in 1889 Phoenix Mutual be- 









Making The Most 


came the first life insurance company 
to change to a completely mutual basis. 
Later the company was a leader in 
building an exclusively full-time agency 
organization and in establishing a home 
office training school for agents. 

During the past century Phoenix 
Mutual has paid more than $500 mil- 
lion in benefits to policyholders and 
beneficiaries and passed the billion dol- 
lar mark of life insurance in force in 
1948. 

As a part of the birthday celebration, 
the home office was flood-lighted by 12 
lights, totaling 15,000 candlepower. 

The oldest policyholder of Phoenix 
Mutual died recently at the advanced 
age of 100 years and four months. The 
late William Walmsley of Medford, 
Mass., was the only policyholder older 
than the company. 


Name Chairmen for LIAMA 
Combination Group Rally 


Discussion chairmen for L.I.A.M.A.’s 
combination companies conference, to 
be held June 18-20 at White Sulphur 
Springs, have been named. “Agency 
Turnover Under Today’s Conditions” 
is theme of the discussions which will 
make up the major part of the meeting. 

Orville E. Beal, vice-president Pru- 
dential, chairman of the combination 
companies committee, will open the 
Monday afternoon session at which all 
company representatives will consider 
agent turnover as it is affected by cur- 
rent economic conditions and the mili- 
tary situation. W. J. Williams, vice- 
president Western & Southern, will 
lead discussions later that afternoon on 
some of the major causes of turnover, 
with emphasis on selection as an im- 
portant cause. 

Tuesday morning, W. J. Hamrick, 
agency vice-president Gulf Life, will 
preside during further discussion of 
reasons for high turnover, concentrat- 
ing on the place of training in the turn- 
over situation. 

E. B. Stevenson, executive  vice- 


Credit Restriction 
Program Effective, 
Lovejoy Reports 


Thomas E. Lovejoy, Jr., president oj 
Manhattan Life, addressing the Ne, 
York chapter of Mortgage Banker 


rying out the program of voluntary 
credit restriction, so that the program i 
already effective and will be even mor 
so in the near future. He commented: 
“If these restrictions were compulsory 
I think all institutions, because of hy. 
man nature, would be looking for ways 
to get around such compulsory regyh:. 
tions. Being voluntary, it is my impres. 
sion that a great deal of care is being 





pattern of not having an_ inflationary 
character. Since this voluntary credit re. 
striction appears to be effective, this wil] 
of course have some effect on the supply 
of securities for sale. My personal opin- 
ion is that there is such a large volume 
of other corporate securities of the right 
character on the way that the result of 
the effective operation of the voluntary 
credit restrictions will not immediately 
affect interest rates, but it will help con- 
trol inflation.” 


Forecasts Steady Bond Market 


Mr. Lovejoy forecast a bond market 
with yields around current levels for an 
extended period of time. In the mort- 
gage market some adjustments will be 
necessary on the part of mortgage bank- 
ers if they want to place loans with 
institutions once the present large inven- 
tory situation has adjusted itself. 

“T think there should be at least 4% 
increase in the yield on conventional 
mortgages in order for them to become 
competitive,” he said. “In the case of 
FHA and GI loans there should also be 
an increase in the interest rate but | 
don’t expect it because it is not politi- 
cally expedient. However, the pre- 


Assn., reported that in his opinion len¢.} 
ing institutions are conscientiously car.} 


taken in selecting loans which fit the} 


Of A Good Thing 








Ta ONLY REASON for having life insurance is to 
prevent the financial disaster that death brings. 





But death isn’t the only thing that brings finan- 
cial disaster. Disability does it, too. 







That’s why no life insurance plan is adequate— 
or safe—until it’s supported with disability 







protection. That’s why more and more people 






are cinching their life insurance protection with 
lifetime Accident and Sickness disability benefits. 





president National L. & A., will serve 
as chairman Wednesday afternoon 
when what companies have done and 
are doing to combat high turnever will 


be considered. 


_ Discussions will be based on a ques- 
tionnaire survey of member combina- 
tion companes. Company experience 
with the problem as found in the sur- 
vey will be tabulated and distributed in 
report form during the conference. 





Hahne Article in “Record” 


miums on FHA probably will disappear 
or certainly drop substantially and GI 
loans probably will have to be sold ata 
discount. It is my thought actually that 
since GI loans will not be competitive 
and even be sold at a discount of one 
or two points, they are not attractive 
or competitive and we may see the 
supply of GI loans dry up.” 


Cross-Currents in Money Market 
Mr. Lovejoy commented that the drop 


in government bond prices since the 


Congressional Record Appendix, as an 
extension of his remarks, an article by 
President Ernest H. Hahne of Miami 
University, Oxford, O., chairman Cin- 








We sell both—in one palatable package. 


~ 
LD itlomint] Life 


INSURANCE COMPANY OF CALIFORNIA 
W. B. STANNARD, Vice President 












cinnati branch Cleveland Federal Re- 
serve Bank, on “Educational Respon- 
sibilities of Life Underwriters.” 


To Assist Women’s Clubs 


Tex., of General Federation of Wom- 
en’s Clubs a new program was launched 
to bolster the financial knowledge of 
members of women’s clubs throughout 
the United States. 
project will be Institute of Life Insur- 
ance, 
Assn. of Stock Exchange Firms. Marion 
S. Eberly, director of the women’s di- 
vision of the 
meeting. 


Manning on Chicago Card 


managing director of Great-West Life, 
will be a speaker at the annual meeting 
of Chicago Assn. of Life Underwriters, 
to be held June 21. He will talk on 
“And Not to Yield.” 


was the guest of Minneapolis A. & H. 
Assn. at a dinner Tuesday. This was 
his first public appearance since taking 
office May 15. He is a former president 
of the association. 


pegs were removed has created pres- 


Ohio, inserted in the : : 
sures on the entire financial structure. 


Rep. Bender, 


yet, but that there is a real squeeze go- 
ing on. The entire money market 1s 
torn by cross-currents, some inflationary 
and others deflationary. 

He forecast that the current over- 
supply of mortgages would not last 
much longer than six months, be- 
cause insurance companies’ cash inflow 
exceeds cash outgo as a result of the 
nature of the business. In the mean- 
time, many of the institutions have en- 
tirely withdrawn from the mortgage 
market and mortgage money is tight, he 
declared. 

He reported a substantial adjustment 
in the price of all classes of bonds as a 
result of the change in the government 
bond market and that whether the ad- 
justment has been completed or not 1s 
anybody’s guess. “I don’t see any im- 
provement in bond prices or reduction 
in yields on bonds for some time to 
come,” he declared. “According to the 
information that I have heard, there is a 
tremendous amount of corporate finan- 
cing on the way, which the public does 
not know about, and which will keep 
bond prices at close to current levels 
and possibly put them a little lower. 
The need for all this financing is the re- 
sult of our industry trying to meet the 
needs of the rearmament effort and also 
carry out the ‘butter as well as gums 
philosophy. The objective is good and it 
is my hope that we will be successful, 
he stated. 





At the annual meeting at Houston, 


Consultants in the 


American Bankers Assn., and 


institute, spoke at the 





H. W. Manning, vice-president and 





Commissioner A. Herbert Nelson 


He reported there is nothing distressing | 








fay 25, 195) 


—- —=—— 


ion 
tive, 
ts 


president oj 
the New 
se Banker; 
Pinion lend. | 
itiously car. 
f voluntary 
Program is 
even more 
Som mented: 
compulsory 
1use of hy. 
ig for ways 
Ory regula. 
my impres- 
re is being 
lich fit the 
inflationary 
'Y credit re. 
ve, this will 
the supply } 
sonal opin- 
rge volume 
of the right 
e result of 
> voluntary 
nmediately 
1 help con- 


cet 


nd market 
rels for an 
the mort- 
ts will be 
raze bank- 
Oans with 
rge inven- 
elf, 
least 4% 
nventional 
to become 
e€ case of 
Id also be 
ate but | 
lot politi- 
the pre- 
disappear 
r and GI 
sold at a 
ually that 
m petitive 
it of one 
attractive 
see the 


ket 


the drop 
ince the 
ed pres- | 
structure. | 
stressing 
eeze go- 
larket is 
lationary 





it over- 
not last 
ths, be- 
h inflow 
t of the 
e mean- 
lave en- 
1ortgage 
tight, he 


ustment 
ids asa 
ernment 
the ad- 
- not 1S 
any im- 
-duction 
time to 
to the 
ere is a 
2 finan- 
lic does 
ill keep | 
t levels 
lower. 
the re- 
eet the 
nd also 
; guns’ 
| and it 
essful,” 











May 25, 1951 


LIFE INSURANCE EDITION 


7 














W. Merle Smith New 
President of N. Y. 
State Association 


W. Merle Smith, manager at Buffalo 
for Mutual Life, was elected president 
of New York State Assn. of Life Un- 
derwriters at the annual meeting at 
Syracuse, succeeding George P. Shoe- 
maker, general agent Provident Mutual, 
New York City. | ; 

Mr. Smith joined his company 30 
rears ago and has been manager at Buf- 
falo since 1930. He has been active in 


civic, C.L.U. and agents association 
ctivities. 
. Philip R. Chase, general agent North- 


western Mutual, Syracuse, is vice-presi- 
dent, and Frank B. Alberts, geenral 
agent Aetna Life, Rochester, secretary. 
New regional vice-presidents are Louis 
Slesnick, Prudential, Buffalo, and J. 
Howard Davies, Phoenix Mutual, 
Rochester. Regional vice-presidents con- 
tinuing in office are R. E, Blanchard, 
Metropolitan, Malone; H. R. Fleck, 
Equitable of Iowa, Albany, H. M. Lipes, 
Phoenix Mutual, Syracuse, R. E. Myer, 
Mutual Life, New York City, and A. 
Stewart Payne, Security Mutual, Bing- 
hamton. ; 

The meeting came at the conclusion 
of the association’s annual sales caravan, 
with stops at Albany, Syracuse and 
Buffalo. The association decided to add 
Rochester to its list of caravan stops 
next year. 

Executive Secretary Spencer McCarty, 
Provident Mutual, Albany, chairman of 
the N.A.L.U. compensation committee, 
gave a detailed report on section 213. 
He indicated that the study bill intro- 
duced in the legislature in the last ses- 
sion will probably undergo some changes 
before its reintroduction in 1952. 





Schedule Advanced Seminar 
at Madison for Aug. 6-10 


Wisconsin Assn. of Life Underwriters 
and University of Wisconsin are spon- 
soring a seminar in advanced under- 
writing at Madison, Aug. 6-10. A fee of 
$55 covers registration and all living 
costs at a dormitory on the campus. 
The sessions will treat the problems in- 
volved in the transfer of property at 
death, how the type of business organi- 
zation affects the problems involved, 
the special devices in the transfer of 
property, and the life agent’s place in 
the estate planning team. 

Speakers will include George J. ‘Lai- 
ken, Chicago and Milwaukee tax at- 
torney and counsel for the Wisconsin 
association; Lawrence E. Balza, New 
York Life, Green Bay; Charles C. Cen- 
ter, chairman of the university insurance 
department; Lawrence J. Larson, execu- 
tive vice-president of National Guardian 
Life; Richard H. Marshall, vice-presi- 
dent First National Bank of Madison; 
Walter C. Mayer, Mutual Benefit Life, 
Milwaukee; W. J. W. Merritt, agency di- 
rector Wisconsin National Life; A. Jack 
Nussbaum, Massachusetts Mutual, Mil- 
waukee, N.A.L.U. trustee; Conrad 
Stauffacher, dairy farmer; William S. 
Stokes, professor of political science; 
Edwin H. White, Research & Review; 
Harold G. Wines, trust officer First 
Wisconsin Trust Co., Milwaukee; E. L. 
Wingert, Madison attorney. 





New York Caravan Riders 
Get “Appleknocker” Awards 


The New York sales caravan has 
completed its circuit through Schenec- 
tady, Buffalo and Syracuse. Speakers 
who traveled with the caravan were 
Stanley Martin, general agent for State 
Mutual at Dallas; Mildred S. Stone, di- 
rector of policyowners services of Mu- 
tual Benefit Life; Charles Malloy, dis- 
trict manager for Metropolitan at Har- 
risburg, and John Sutton, Guardian Life, 
Oneida. The appearances were presided 
over by Fred H. White, manager Mas- 
sachusetts Mutual at Buffalo and Tim 


Foley, general agent State Mutual, New 
York City. 

As the caravan ground to a_ halt, 
George P. Shoemaker, general agent 
Provident Mutual, New York City, as 
president of the New York Assn., pre- 
sented each member of the caravan with 
his “Appleknocker” certificate as a 
memento that the speaker has devoted 
a great deal of time to helping his fel- 
low agents in up-state New York. 

Mr. Martin gave his famous talk in 
which he compares life insurance with 
God in that only these two can guaran- 


tee that a man can attain his objectives. 

Miss Stone, an expert in the writing 
ot business letters, counseled her hear- 
ers in their letters to make sentences 
short, to use “talk” words and to be 
generous in personal words, people’s 
names and active construction. 

Mr. Malloy demonstrated his method 
of visualizing the “pay-off” of a policy 
instead of merely telling the prospect 
that it will pay so much. Using the fam- 
ily income for $10,000 for illustration, 
he employed 239 separate blank checks 
to explain how the policy works, plac- 


ing one check after another in front of 
the prospect. 

Mr. Sutton, who was the hero of the 
life insurance film, “For Some Must 
Watch”, provided some pointers about 
the current market to his listeners who 
are selling life insurance in the same 
geographical area as he is and under 
similar conditions. 





Hal D. Glasgow, general agent of 
Guardian Life, has been elected a di- 
rector of Memphis Sales Managers 
Club. 
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Ape) 0 Your Grasp! 


Commissions computed in minutes... 
amortization schedules calculated with 
the speed of light . . . complex actuarial 
problems solved faster than the prob- 
lems can be stated. 


This is only a sample of the power 
put in your hands by the pluggable IBM 
Electronic Tube Assembly, the heart of 
the IBM Electronic Calculator. Here is 
power to do simple and complex calcula- 
tion without the need for supervision 
of step-by-step operation . . . power to 
free men’s minds from the burden of 
detail computation and to eliminate fre- 
quent human error. 





| INTERNATIONAL BUSINESS MACHINES 
590 Madison Avenue, New York 22, N. Y. 
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Barker Outlines Demarcation Point 
Between Work of Agent and Attorney 


Addressing Assn. of Life Insurance 
Counsel at Hot Springs, Va. John 
Barker, Jr., vice-president and general 
counsel of New England Mutual, 
mapped the area in the etstate planning 
operation in which the life insurance 
agent can operate without running the 
danger of practicing law and those other 
areas in the “twilight” zone in which 
teamwork between the agent and lawyer 
is called for. According to Mr. Barker, 
the life insurance agent may with im- 
punity direct his client’s attention to the 
existence of a statute or legal princi- 
ples. He may discuss the application of 
legal principles to specific problems 
where the result is clear and requires 
no legal interpretation, and he may ad- 
vise his clients on legal matters which 
pertain solely to the life insurance con- 
tract. 


Points Agent May Discuss 


According to the speaker, the life in- 
surance agent may discuss the scheme 
of devolution provided for in the local 
intestacy laws and may outline the 
prospective heirs-at-law. He may de- 
scribe the process of administration of 


an intestate estate or indicate the duties 
of an executor. He may indicate the 
federal and state taxes which would be 
payable. He may describe the local 
exemption laws which under certain cir- 
cumstances would free the proceeds of 
life insurance from creditors, but he 
should not attempt to construe these 
laws. “He may, without going into the 
back room and lowering the shades, tell 
the prospect of the existence of that 
phenomenon of our economy known as 
the marital deduction, and illustrate by 
specific computations the type of tax 
savings that this will accomplish,” Mr. 
Barker declared. 

He said that at the point where the 
prospect is convinced that he should 
have a plan and when it becomes ap- 
parent that legal advice will be required 
in its fulfillment, then the life agent 
should recommend a lawyer. The agent 
may call attention to the existence of 
legal problems which will arise in the 
process of accomplishing these aims, 
but the lawyers should be summoned for 
their execution, he said. 

The speaker commented, “Some life 
underwriters believe that they will 
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Our territory of 39 states and the District 
of Columbia is just right for us. It gives us plenty 
of “elbow room” to undertake more than 
our share of the big job that life 
insurance has to do these days. 


The time is right for us to keep on growing 
and doing great things; so, we are being 
extra aggressive — getting out new, easy- 
selling policies; paying very liberal commissions; 
and offering coverage from ages zero 

to sixty-five on risks from preferred 
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achieve immunity from an accusation 
of unauthorized law practice by prefac- 
ing their discussions and surveys with 
a forensic hand-washing in a bow to the 
bar and an assertion that they are not 
lawyers and do not pretend to be. This 
self-abnegation will not accomplish the 
desired purpose by itself. The primary 
function of the life underwriter is to 
expound the value and usefulness of life 
insurance in the estate plan as a whole. 
If he undertakes to furnish the plan it- 
self in a complicated estate, then he will 
find himself confronted with the neces- 
sity of making legal interpretations and 
reaching legal conclusions.” 


Performing Dual Role Difficult 


Mr. Barker commented that two years 
previously in addressing a group of 
agents of his company he provoked a 
lively discussion fby a remark that there 
was nothing in the statement of prin- 
ciples of cooperation between agents 
and lawyers adopted by the American 
Bar Assn. and N.A.L.U. that would spe- 
cifically preclude pursuit of both callings 
by the same individual. “It is now my 
opinion, however, that it would be dif- 
ficult for a person to perform this dual 
role, without a violation at least of pro- 
fessional ethics and probably of legal 
principles. It is not uncommon for a 
life underwriter to be equipped with a 
law degree and some are accredited 
members of the bar. If the life under- 
writer decides to qualify as a lawyer, or 
conversely, if the licensed attorney ob- 
tains the necessary credentials to sell 
insurance, there is no offense to society, 
but when the licensed member of both 
professions seeks to combine them ac- 
tively he will step into the danger zone. 
Implicit in the combination of the two 
activities is that the non-legal business 
will provide the lawyer an_ indirect 
method of soliciting professional serv- 
ices. This hazard is increased, not di- 
minished, when the business enterprise 
is one which coincides in many aspects 
with the practice of law,” he declared. 


Partnership Also Impracticable 


He said that it is equally impracti- 
cable from the standpoint of the attor- 
ney involved for a partnership to be 
carried on between the life insurance 
agent and a licensed attorney where 
each remains in his own preserve, but 
the firm supplies both legal and insur- 
ance service to the client. It would be 
difficult, if not impossible, he declared, 
to avoid a division of fees, which is con- 
trary to the rules of both professions, 
and for the lawyer it would almost in- 
evitably constitute an unethical solicita- 
tion of professional employment. 

According to the speaker, an approach 
which is becoming more prevalent and 
which may be followed within the 
bounds of propriety if adequate safe- 
guards are observed, is for the life in- 
surance agent to employ an attorney on 
salary or retainer. It is clear that a 
lawyer may accept employment from an 
individual, firm or corporation, and 
when the life insurance agent is the em- 
ployer, both parties to the engagement 
must observe some rather difficult pre- 
cautions, he observed. The attorney’s 
activities must be restricted to the ren- 
dering of advice within the confines of 
the agent’s organization. The state- 
ment of principles specifies that it is 
improper for the agent to furnish attor- 
neys who will give legal advice to cli- 
ents and to circularize any legal opinion 
or use it as a selling document. Mr. 
Barker said that in other words the 
agent may seek the opinion of his per- 
sonal attorney as to the insurance pro- 
gram he has prepared for his prospect, 
but he must avoid creating the impres- 
sion in the prospect’s mind that legal 
skill and judgment are part and parcel 
of the deal. It is important that the at- 
torney’s professional attainment should 
be not advertised or held out to others. 

According to the speaker, the state- 
ment of principles warns that it is im- 
proper for the agent to furnish attorneys 
who will give legal advice to clients or 
to attempt to divert legal business from 
One attorney to another. However, 
where a person obviously requires legal 
advice and asserts that he has no lawyer 


and bluntly asks his life insurance agey 
to recommend one, it is proper for th 
agent to do so and as long as the ele, 
ment of barter of services in this ap. 
rangement between the agent and the 
lawyer is absent, the arrangement 5 
above reproach, he declared. 


Two New Actuaries 
in N. Y. Departmen} 


Superintendent Bohlinger has ap- 
pointed two life actuaries in the New 
York department. Allen L. Mayerson, 
formerly of National Surety, has been 
named principal life actuary, and Robert 
J. Randall, formerly of Mutual Life 
associate life actuary. Both positions 
are in the New York office of the de. 
partment. 

Mr. Mayerson holds a B.S. cum laude 
in mathematics and an M.A. in actuarial 
mathematics from University of Michi- 
gan. He is an associate of Society of 
Actuaries and Casualty Actuarial So. 
ciety. 

Mr. Randall holds a B.S. in mathe. 
matics from Sheffield Scientific School 
at Yale, and has taken graduate courses 
in mathematics and mathematcial sta- 
tistics at Columbia University. He is an 
associate of Society of Actuaries. 


University of British 
Columbia to Have 
Life Insurance Course 


University of British Columbia is es. 
tablishing a course in life insurance in 
its school of commerce, the first to be 
offered in a Canadian university. 

Purpose of the course to familiarize 
students in the commerce school with 
the practices and policies of the insti- 
tution of life insurance and its role in 
the Canadian economy. It will comprise 
studies of risk-bearing and rate-making; 
the legal background of life insurance; 
the range of policy provisions in such 
contracts, and their application to the 
financial problems of individuals, part- 
nerships, and corporations; the invest- 
ment practices of Canadian life insur- 
ance companies. 

Sufficient financial support for the 
project had been advanced by the life 
companies in Canada through the Cana- 
dian Life Insurance Officers’ Assn. to 
guarantee the continuance of the course 
for at least two years. 

Lectures will be given by Prof. Les- 
lie Wong, under the supervision of Prof. 
E. D. MacPhee, school of commerce di- 
rector. The curriculum provides for 75 
lectures each year. 

A special committee of the Vancouver 
life managers has been named to act as 
a liaison between the University and 
the life insurance industry. It will also 
be available to the school in an advisory 
capacity. Its members are: R. A. San- 
derson, Canada Life, J. A. Broadbent, 
Manufacturers, R. G. Cameron, Domin- 
ion, C. F. Dunfee, Great-West, and 
A. L. Wright, Sun Life. 


Old Age Insurance Director 


Gov. Browning of Tennessee has ap- 
pointed W. W. Farris, Memphis, state 
executive director of old age insurance, 
a post created by the 1951 legislature. 
He will work out a system of retire- 
ment insurance for municipal employes 
not already covered by local systems. 


Charles T. 
Houston, recently 
appointed assistant 
manager of the in- 
surance department 
of the U. S. Cham- 
ber of Commerce, 
has for 10 years 
been deputy com- 
missioner and in- 
surance department 
counsel in Tennes- 
see. A_ successor 
has not been 
named to the state 
post, which he will 
leave on June 1. 
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Mueller Tells What Agent 


Wants in Company Leader 


In addressing the annual meeting 
of H. & A. Underwriters Conference, 
E. H. (Count) Mueller, _W isconsin 
general agent of Provident Life & Acci- 
dent and Pacific 
Mutual Life, speak- 
ing for the men in 
the field, told what 
the agent desires 
most in the way of 
company leadership 
and some of his 
objectives. 

He declared that 
the agent wants a 
leader that he can 
look up to. He 
wants a man who 
is democratic and 
takes an interest in 
hissuccess. He 
wants recognition of his ego. He wants 
to be able to make a profit, with the 
best of sales material, policies that are 
competitive and the privilege of telling 
the management what he thinks about 
things. 

Mr. Mueller said many of the ad- 
dresses that he had heard at conference 
meetings had shaped his thinking very 
strongly. He referred especially to a 
talk given many years ago by Dr. H. W. 
Dingman of Continental Casualty, who 
said that as the agent is, so is the busi- 
ness. He said he wanted to paraphrase 
that to read: As the leader in the com- 
pany is, so is the agency organization. 


Two Types of Leader 


He described the two types of leader, 
one who is friendly and approachable 
and the other who thinks that the agent 
js a necessary evil. “A happy organiza- 
tion makes money for you and itself,” 
he said. The real leader appreciates the 
importance of the field men and appre- 
ciates their problems. Where there is a 
bureaucratic type of home office organ- 
ization, the larger it becomes, the more 
virulent is the disease. 

He told of attending an agency con- 
vention of a large life company, where 
a committee was appointed to notify 
the president that it was in session and 
he then marched down the aisle, prop- 
erly escorted, while all the agents stood 
at attention. That man’s successor, he 
said, was of the opposite type and its 
business began picking up just as soon 
as he took over. 

He told of another company president 
who made an unheralded visit to one of 
its agencies and spent two hours talking 
to the agents about ways by which they 
could make more money, thus winning 
the undying loyalty of the general agent 
and his men. He spoke of the adver- 
tisements of another life company which 
stress the amount of money. the agent 
is going to make. 








E. H. Mueller 








Travis T. Wallace, Great American Re- 
serve, and Ardell T. Everett, Prudential, 
at H. A. Underwriters Conference 
meeting. 


Mr. Mueller said he was strongly im- 
pressed by what an executive of a com- 
pany he once represented told him: 
“You and I are partners. We both want 
to make a profit. If you don’t, you are 
unhappy. If we don’t, you get fired.” 


He compared the company to the lo- 
comotive of a train and the agency 
force to the tender, which furnishes the 
fuel to get up steam, with the general 
agent as the coupling pin which holds 
them together. If it is lost they go 
apart. 

He said few agents complain about 
not getting enough commission. but they 
do want more recognition. The agent 
always has in his mind the idea: “I 
want to be important.” When agents 
get discouraged, they should be encour- 
aged with praise. They need good sales 
material. It has been said that a good 
sales talk is like a sharp knife, but 
sooner or later it’s going to get dull. 
He urged that the company house or- 
gan should be for agents. The more 
names in it the better. 

Changes have been made in company 


practices which have brought about a 
better public acceptance and built up 
better public relations, he said. They 
are not canceling at the drop of the hat 
as they once did. 

They don’t cancel after the first claim. 
They are much more liberal on confin- 
ing illness. 

There has also been a great improve- 
ment in the relations between agents 
and between companies. When he en- 
tered the business he was given a bunch 
of prospect cards which contained the 
name of the company in which the 
prospect was insured and the expiration 
date of his policy, so as to inform him 
about the best time to pick it up. In 
contrast, he cited a case he had en- 
countered recently where an agent, after 
careful examination of the policy a pros- 
pect was carrying, strongly advised him 
to keep it, stating that he could not offer 
him one today that would be as’ ad- 
vantageous to him. Mr. Mueller com- 
mented that only a few years ago that 
could not have happened. 





Leon Jonas has been appointed agen- 
cy supervisor of the Edward L. Rosen- 
baum agency of Mutual Benefit Life at 
New York City. Mr. Jonas entered life 
insurance eight years ago, joining the 
Rosenbaum agency in 1949. 


Policy Purchases 
On Youngsters at 
Peak in 1950 


American families bought a _ record 
amount of life insurance on children last 
year, the Institute of Life Insurance 
reports. 

The amount was $3 billion, several 
million youngsters being newly insured. 
Total juvenile life insurance in force 
in the U. S. is now $17 billion. 

The extensive writing of juvenile life 
insurance has been primarily a develop- 
ment of the past 10 years, particularly 
in connection with ordinary insurance. 
Prior to the ’40s, relatively few were 
bought on the ordinary plan for those 
under 15. 

Last year, about 8% of all ordinary 
insurance purchased was on children 
and more than one-third of the indus- 
trial life insurance bought was juvenile. 

There has been an increasing trend in 
recent years to insuring the children at 
younger ages. This is illustrated by the 
fact that in 1950 two-thirds of the ju- 
venile cases were on children under age 
5. Many companies now insure immedi- 
ately after birth. 
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Receipt-on-Request Plan in National Use 
by N. Y. Life: Policyholders Like Idea 


New York Life, which makes more 
n million premium collections 


an seve . 
iy. has now adopted for national 
use the premium receipt-on-request 
procedure. 


The company tested its new system 
in seven branches for six months be- 
fore deciding to use it countrywide. 
During the test these branches made 
more than 325,000 premium collections. 
The plan received overwhelming policy- 
holder approval. Only 66 of the 325,- 
000 premium payers flatly objected to 
it on first acquaintance. About 2.9% 
requested premium receipts in addi- 
tion to their cancelled checks. This was 
an original reaction. The percentage is 
expected to decrease. 

Annual savings estimated at well over 
$300,000 in clerical, postage and print- 
ing costs are anticipated from the plan. 

Test branch offices used were at 
Atlanta, Fort Wayne, Illinois Clearing 
House and Northern Illinois, both in 


Chicago, St. Louis, Pittsburgh, and 
Washington. _ ; 
Those acquainted. with these pro- 


ams as their use has spread through 
the industry have always felt confident 
that they would be well received by 
policyholders if they are understood. 
The New York Life experience sup- 
ports their contention. Actually, any 
policyholder who wants a receipt in 
addition to his cancelled check may 
have one. Cash premium payments, of 
which there are comparatively few, are 
always receipted. Since receipts given 
for other than cash payments have 
always been conditional upon actual 
collection of the funds due, most pol- 
icyholders realize that a cancelled check 
is really better evidence of a payment 
having been made than a premium 
receipt. So there is but a slight area 
for complaints at most. 

As insurance against repercussions 
from policyholders, the company took 
the view that the cost cutting project 
represented a first-class policyholder 
relations project, one to be “sold” to 
policyholders by adequate explanation 
in advance. This attitude has been an 
important part of the plan’s success- 
ful installation. 


System Well Tested 


First, the company spent considerable 
time devising its plan. This was care- 
fully tested in the seven branches. The 
basic plan was then revised to suit 
the requirements suggested by the field 
tests in various areas under different 
conditions. From this experience 
evolved the plan now in operation. 

new premium notice form was 
designed. New I.B.M. accounting pro- 
cedures were adopted by the home office 
to facilitate the installation and function- 
ing of the over-all program. 

The comptroller’s department, in col- 
laboration with the agency and other 
departments, administered the change. A 
complete new manual of instructions 
for premium accounting and reporting 
was prepared for branch office cashiers. 

Policyholders and agents were also 
advised of the new plan, the reason for 
it, the savings it would make possible, 
and so forth. An announcement folder 
was sent to each policyholder with two 
sucessive premium notices to assure 
attention. 

The public relations department drew 
up special plans for getting the system 
accepted readily by policyholders. 

As one phase of this activity, branch 
offices were supplied in advance with a 
series of 13 guide letters to be sent 
to policyholders in answer to written 
comments on the program. A systematic 
procedure for collecting these comments 
maintained an up to date index of pol- 
icyholder reaction. In its guide letters 
the company tried to call the shots of 
policyholder reaction in advance so that 
replies to correspondents would be ready 
to be sent out with the least possible 
elay. 

These model letters drawn up by the 
Public relations department include a 


brief “thank you” note for those say- 
ing simply that they like the program. 
There is one explaining to the policy- 
holder who says “Hope this means 
bigger dividends” that substantial 
economies are needed to offset rising 
costs of recent years and that many 
factors are involved in the determination 
of dividends. 

Another guide letter explains to the 
objector how necessary the program 
is and what it will accomplish. “Hot” 
letters are acknowledged by _ branch 
office cashiers and then go to the home 
office for a detailed response or special 
public relations treatment. 


Settle Fears of Lapse 


Another letter assuages the fears of 
the policyholder who suggests that his 
policy might lapse under a no-receipt 
system. This points out that that situa- 
tion would not be new. Under the 
former method of operation checks oc- 
casionally were lost. The policyholder 
is advised that it has been the com- 
pany’s experience that very few pol- 
icyholders have been prompted by not 
receiving a receipt to inquire whether 
their payment had arrived. The letter 


points out that in a case of this sort 
where a lapse occurs, the company’s 
practice has been to have the branch 
office get in touch with the policyholder 
and enclose a_ reinstatement form, 
stating “the company will be pleased 
to accept the payment due provided only 
that it is tendered during the lifetime 
of the insured and before the date 
specified.” 

As would be expected, a few objec- 
tions to the plan were just plain cranky 
and unreasonable. Some of these can 
be attributed to the tendency of people 
to take a crack at a big company just 
for the sake of doing so, or to let off 
steam. This probably makes them feel 
better. It doesn’t bother the company. 

Technicalities of the program, such 
as what to do when a policy has been 
assigned to a bank and it wants to re- 
ceive notice of premium payments 
regularly, have been solved. : 

There have been only a few cases 
where a policyholder claimed to have 
paid by check but the company had no 
record, and no instance where payment 
of a claim hinged on whether a dis- 
puted premium had been paid or not. 
In addition to the regular lapse notice 
and _ subsequent reinstatement op- 
portunity, the wider use of the auto- 
matic premium loan option cuts down 
the number of instances where such a 
problem would arise. 


American United Life Enters 
Houston, Fills Detroit Post 


American United Life has appointed 
M. J. Parten manager of a new office 
at Houston. Mr. Parten joined Pru- 
dential upon release from the navy in 











Fred Lyon 


M. J. Parten 


1946, at Huntsville, Tex., and was 
transferred later to Beaumont. He was 
an organizer of the Huntsville associa- 
tion, serving as president and secretary- 
treasurer. 

Fred Lyon, who is taking over Amer- 
ican United’s office at Detroit, since 1946 
has been with Northwestern Mutual in 
Detroit. 
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EDITORIAL 


COMMENT 


PERSONAL SIDE OF THE BUSINESS — 





Abuse of Frankness in Discussions 


Information that a_ representative 
freely divulges to competitors at trade 
association meetings in a spirit of co- 
operation is of great help in a business 
where pooling of data is often essential 


to the success of a particular operation. 
Knowledge of the prior experience 


of others has helped many companies 
to avoid the pitfalls of the trial and 
error method. 

The admission of mistakes or espe- 
cially troubling problems is of more 
than ordinary value. What has troubled 
one company may quite naturally bother 
another. 

Consequently it is discouraging to 
hear that there persist in the business 
men who will take these trade confes- 
sions and use them to the disadvantage 
of the company disclosing the informa- 


tion. 

An instance of this occurred after a 
recent meeting in which one person 
admitted his company had to recruit 
500 agents a year to maintain the size 
of its agency force. Several weeks later 
‘a competitor used the information to 
try to swing an outstanding agency 
supervisor away from the company to 
become its general agent. The super- 
visor was wooed like this: “Why stay 
with this company when you'll have 
such a tremendous problem of recruit- 
ing just to stand still? Come with us 
where life will be easy .. . etc.” 

Such conduct seriously threatens the 
splendid results now being achieved 
from increased frankness at trade group 
sessions, Without such frankness, the 
value of such sessions diminishes, 


Discretion vs. Guarantee—Why Not Both? 


Many trust officers say, and doubt- 
less with much reason, that life in- 
surance agents are too prone to tie 
up clients’ insurance proceeds in settle- 
ment options when a life insurance 
trust would have much more flexibility 
and would provide the discretionary 
feature of trust cempany administra- 
tion. Yet many life agents, also with 
much reason, like to give their clients 
the security of a guarantee backed by 
the insurer’s entire assets—a guarantee 
that operates both as to interest and 
principal, as contrasted with no guar- 
antee at all from a trust company. 

The main thing that a trust has that 
settlement options lack is discretionary 
power that keeps a widow from unwise 
financial moves while still being elastic 
enough to provide for emergencies or 
other eventualities not foreseen before 
the insured died. The main thing that 
settlement options have that trusts lack 
is those guarantees—as absolute as you 
can get. 

But why not give the policyholder the 
advantage of both of these heretofore 
mutually exclusive advantages? The trust 
company is selling two kinds of serv- 
ice: Money management, which the life 
companies also provide; and _ discre- 
tionary power, which is not in the life 
companies’ province. 

Is there any basic reason—except 
that it’s not being done—why a trust 
company couldn’t offer the discretionary 
side of its service in controlling the pay- 
ing out of life insurance proceeds ac- 
cording to a general plan indicated by 
the insured but subject to change, 


within specified limits, in the event 
that conditions made other arrange- 
ments seem wiser? If a trust company’s 
discretion is to be relied on when it 
is managing the investment of the funds, 
need it be any less reliable because the 
proceeds are across the street in the 
life insurance home office? 

Years ago a prominent life agent in 
New York City attempted to effect 
somewhat the same result by another 
method. He gave his wife discretion to 
withdraw proceeds left under an option 
but only with the approval of one of 
three named family friends. By naming 
three, he was attempting to make rea- 
sonably certain that at least one of the 
three would be available when needed. 

If the same discretionary power could 
be had through a corporate trustee, 
however, it would be far better than re- 
lying on a friend, who, after all, might 
well have no better judgment than the 
widow. 

By making its discretionary power 
available without insisting on also being 
custodian of the proceeds a trust com- 
pany could readily offer its services to 
insurance estates of much smaller size 
than it would now consider attractive. 
There might at first be legal hurdles, 
but if the idea is basically sound they 
could be removed without too much 
trouble. 


Advantages from the life company 
standpoint would include freedom from 
the vast number of periodic changes in 
settlement agreements necessitated by 
attempts in programming to provide for 
all possible contingencies. 


Arthur R. Hustad, Twin Cities man- 
ager of the White & Odell agency o 
Northwestern National Life, will be one 
of nine graduates of University of Min- 
nesota who will receive the university’s 
outstanding achievement award at the 
annual alumni banquet May 25. He 1s 
a former president of the alumni associ- 
ation, served as first chairman of the 
board of the Greater University Fund 
and continues as a trustee. 

Paul R. Snyder, manager of Metro- 
politan Life at Newport, Ky., has been 
elected president of the newly-formed 
Campbell County Civic Assn. 

J. Howard Oden, president of North 
American Reassurance, is recuperating 
from an operation at Harkness Pavil- 
lion in New York City. 

Horace R. Smith, superintendent of 
agencies Connecticut Mutual Life, spoke 
to business administration seniors at 
Yale University on “Choosing a Ca- 
reer.” 

Ralph E. Kiplinger, president of 
Guarantee Mutual Life, addressed the 
Insurance Institute of Nebraska at its 
monthly meeting in Omaha on “Some 
Bright Spots in the Long View Ahead.” 
He stated that men in the life insurance 
business have the right to be disturbed, 
but from the long point of view ahead, 
the institution of life insurance has many 
bright spots. 

Raymond R. Brown, president of 
Standard of Oregon, addressed the an- 
nual Pacific Coast conference of the 
Controllers Institute of America on the 





problem of inflation during the moj, 
lization period, with special refereng 
to the effect on life insurance polig. 
holders and companies. 


Norman H. Nelson, vice-president 4 


Minnesota Mutual Liie, has been electy 


a director of Saintpaulites, Inc. 
Charles A. Anderson, personnel map. 

ager of the group division of Metro. 

politan Life, has been elected chairmay 


of New York Personnel Managemey§ 


Assn. 

Out of contestants from many diffe. 
ent types of businesses, Bernard § 
Equitable Society, was voted the beg 
non-retail salesman in a contest spop. 
sored by Denver Sales Executives Asgq 
The recommendations of 139 differen 
sales managers were voted on by a com. 
mittee which selected Mr. Shahan a 
possessing more desirable sales. traits 
than any other Denver non-retail sale. 
man. 


W. W. Jones, who has become Soyth | 


Carolina state manager for United of 
Chicago, entered the insurance busines 
at Columbia, S. C., in 1930 as an agent 
for Carolina Life. In 1932 he went with 
Metropolitan Life and then from 193 
until 1944 he was with Palmetto State 
Life, first at Columbia, then at Rock 
Hill, S. C., as district manager and 
later at Greenville, S. C., as manager, 
He organized Peoples Guardian Life of 
Greenville in 1944 and has been the 
president. This company has now been 
reinsured by United. Mr. Jones is past 
president of Greenville Exchange Club, 











This Agent Has a 
Motivating Story Good 
for a Lifetime 


Sometimes motivating life in- 
surance stories have an artificial 
ring but this experience actually 
happened recently to an agent in 
Minneapolis for Central Standard 
Life of Chicago, which he writes 
in his own words: 

. “I seldom work on Sunday but 
I had a prospect that I could not 
see at any other time. This young 
man was to be at the home 
of some friends of mine on 
Mother’s day. I went out and 
was in the house about 40 min- 
utes when the man of the house 
dropped to the floor with a stroke. 
After he fell I think he died in 
about two minutes. His head was 
in my lap when he died. 

“You have no idea what this 
does to a person.” 

As a natural postscript, the 
agent sold the prospect a sizable 
policy for a larger amount than 
originally discussed. After the 
funeral, the agent sold the daugh- 
ter of the deceased, who himself 
had been a Central Standard pol- 
icyholder for many years. 





Frank L. Simpson, general agent for 
Pacific Mutual Life at Sacramento, Cal., 
has moved his agency offices from a 
downtown area to a decentralized loca- 
tion on Alhambra boulevard. 





DEATHS 


WILLIAM J. YOUNG, 56, comp- 
troller of Fidelity Mutual Life, died 
of a heart attack at 
his home at Brook- 
line, Pa. Mr. Young 
had started with 
the company 40 
years ago. He en- 
tered the actuarial 
department in 1912 
and _ subsequently § 
headed the  pay- 
ments to members 
division. In 1932 he 
was transferred to 
the real estate and 
mortgage invest- 
ment department 
where he became 
the department’s first secretary and in 
1944 became assistant treasurer of the 
company. He was named comptroller in 
1946. Mr. Young was an army veteran 
of the first war. He was a fellow of 
L.O.M.A. 

ROY J. LONG, for many years gen- 
eral agent of Great Northern Life at 
Detroit, well-known in both life and 
A. & H. fields, died there after a long 
illness. 

GEORGE ALBERT SMITH, presi- 
dent of Beneficial Life, died at Salt Lake 
City. 

I. F. MYER, 79, who helped organize 
Scranton Life in 1907 and had been the 
company’s Indiana manager since 1929, 
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died at his home at Flora after a pro- 
longed illness. ; 

A.C. NELSON, 77, vice-president and 
director of Midland Natonal Life of 
South Dakota, died of a heart attack 
at Watertown, S. By. 

PETER W. R. FAHEY, 74, for 45 

years with Northwestern Mutual Life 
at St. Paul and for many years general 
agent, is dead. He retired in 1944. 
LEON M. GALLOWAY, 62, district man- 
ager of Liberty Life at Jacksonville, 
Fla., died at his home there after a 
prief illness. 


OBSERVATIONS 


Fear More Child Deaths 


Metropolitan Life statisticians are 
currently expressing concern that the 
increasing employment of mothers in 
defense plants will mean an increase in 
fatal accidents among young children. 
Such a rise in the death rate from acci- 
dents occurred among children at the 
pre-school ages during the last war. Ac- 
cidents at ages 1 to 4 in the United 
States total about 5,000 yearly, account- 
ing for one-fourth of all the deaths at 
these ages and a far higher total than 
that for any single cause of death, ac- 
cording to the Metropolitan mathema- 
ticians. 














A. & H. Personnel in Demand 


A management and administrative 
personnel shortage in the A. & H. 
business may be forthcoming as the big 
life companies expand their activities in 
the field. 

Companies have already found it dif- 
ficult to locate the personnel with the 
experience and skills they want. Ex- 
tended A. & H. activity will also be- 
come more expensive as the shortage 
results in an increase in compensation 
requested by personnel approached with 
a job offer. One of the big problems 
of entering A. & H. is that it is almost 
impossible to do on a piece-meal basis. 
For competitive reasons agents want to 
be able to sell the entire line. Con- 
sequently a company usually wants to 
organize and establish a complete unit 
to conduct its operations. A. H. 
doesn’t lend itself to being an addi- 


_tional duty for another department. 


Longevity Odds Improving 
Metropolitan Life statisticians have 
found that an American boy entering 
employment at 18 has 66 chances out 
of 100 to live to the retirement age of 
65. His grandfather, who started work 
about the turn of the century, had only 


51 in 100 chances to attain 65. These 
experts have found that the outlook 
today for years of life after the age 
of retirement is more favorable than is 
generally realized. The chances are 58 
in 100 that the man of 65 will live at 
least 10 years longer. The average man 
has about 88 chances in 100 to survive 
from his 23rd to his 52nd_ birthday, 
the usual interval from marriage until 
the last child leaves the family. A 
woman at 23 has 94 out of 100 chances 
to live to her 49th birthday to witness 
the marriage of her youngest child. The 
figure was 80 out of 100 in 1900. 





Life Insurance "Tithers" 


The survey research center of the 
University of Michigan, working for the 
Federal Reserve System, has discovered 
that there are well over three million 
life insurance “tithers” in the U. S., that 
is spending units putting 10% or more 
of their disposable income into life in- 
surance. 

According to Institute of Life Insur- 
ance, the Michigan survey shows that 
8% of the insured spending units were 
in this “tither”’ category; that 29% were 
putting 5% or more of their income into 
life insurance and 55% used 3% or 
more in this way. 

The “tithers” were found in all in- 
come groups, varying from 23% in 
spending units with incomes’ under 
$1,000 to 4% for those in the $3,000 to 
$3,999 income group. Among those 
with incomes of better than $7,500, 11% 
were in the “tither” class. 





Can Ask War Damage Cover 


There is a fairly standard clause in 
life company mortgages by which they 
will be able to require mortgagors to 
purchase war damage insurance, if an 
when it becomes available. 

This clause usually begins “mort- 
gagor will continuously maintain haz- 
ard insurance, of such type or types and 
amounts as mortgagee may from time to 
time require .. .” 





Fewer Records, More Space 


Approximately 6,000 square feet of 
working space has been added to the 
home office of Bankers Life of Iowa in 
the last five years with no investment 
in building or rental. The extra space 
furnishes working area for approxi- 
mately 60 people and was_ gained 
through a comprehensive record de- 
struction program. Three cabinets with 
about 25 miles of microfilm store every- 
thing that was contained in 6,000 square 
feet of file cabinets and shelves. The 
company did away with 75 tons of 
paper. 
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Southern Advertising Men Change Guard 





John L. Briggs, 
Southland Life, retir- 
ing chairman of the 
Southern Round 
Table of Life Insur- 
ance Advertisers 
Assn., left, congratu- 
lates the new chair- 
man, Joseph M. 
Locke, Gulf Life. 
Richard L. Hinder- 
mann, center, Pan- 
American Life, was 
elected vice-chair- 
man. C. Richard An- 
drews, Pilot Life, the 
mew secretary, was 
called home from 
the meeting at At- 
lanta before this pic- 
ture was made. 














Actuaries of Southwest to 
Meet at Waco June 8-9 


Actuaries Club of the Southwest will 
hold its spring meeting at Waco, Tex., 
June 8-9. There will be a discussion on 
records for small companies, including 
an attempt to evaluate the minimum set 
of records which a small company can 
maintain and what additional records 
are required for sound management. 
There will be treatment of expense 
allocation by line of business. In con- 
nection with furnishing information to 
insurance publications, the actuaries will 
exchange opinions as to whether the 


d volume of information now requested 


by the publications is an unfair burden 
on the companies, to what extent such 
requests are ignored or only partly com- 
plied with, and what methods are used 


to allow the publications to extract their 
own information from printed material. 

The actuaries will attempt to deter- 
mine in connection with substandard 
practices to what extent companies un- 
derwrite and retain substandard busi- 
ness, what limitations as ‘to amount of 
extra hazard should be imposed. They 
will discuss the practices followed in 
computing extra premiums and treat spe- 
cial plans, such as single premiums. 
They will attempt to discover what 
practices are followed in paying com- 
missions on substandard extra pre- 
miums. 

Amicable Life has arranged for a 
reception prior to the closing dinner. 
Through the office of K. H. Easley, 
secretary-actuary of Amicable, dancing 
and golf have been arranged for those 
attending. 
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A WELL-BALANCED COMPANY 





improves performance 


Balance improves performance 
through avoiding excesses 


in any one direction. 


In a life insurance company a 


favorable balance of past 





achievements, present action and 


future planning assures 
continued progress. 


Fidelity is a well-balanced company. 
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LIFE AGENCY CHANGES 


George C. Harrison district manager 
in charge of agency operations for the 
state of Washington. 





Florian Takes Over 


Chicago Post for 


Conn. Mutual Life 


appointed 
Robert E. Florian general agent at Chi- 


Connecticut Mutual has 
cago, as of June 1. 
He fills the post 
left vacant by the 
transfer of J. H. 
Farrar to Cincin- 
nati several months 
ago. 

A year ago Mr. 
Florian opened a 


to Lima. 


With Prudential since 


Assn. 


Jones as manager. 


from staff manager of Prudential at 
Warren, O., to head Toledo district 3. 
He succeeds Leon M. Wear, transferred 
1936, Mr. 
Snyder was successively agent and staff 
manager at Warren and since 1946 has 
been in charge of the detached office at 
Salem. He is now vice-president and 
secretary of Warren Life Underwriters 


Guardian Opens Houston 
Agency, J. S. Jones Manager 


Guardian Life will open a new agency 
at Houston, Tex., June 1 with Jewel S. 


soggy sat! Mr. Jones entered the business as an Coll ‘h h : in life i 
we apes 9. agent in 1928 and after gaining super- COllege, where he majored in life in- 
Life at Los An visory experience opened a general SUfance and began life insurance sell- 
geles. He has been auemcy thsee wears later at Kilgore, ig, and of the Purdue course. After 
in life insurance Tex. He went to Houston in 1946 and 8taduation, he became a full-time agent 
since ker * at wane became manager there for Occidental 2t Boise City and in 1949 was_pro- 
«dad pal : ges R. E. Florian Life of California the following year. a — manager at Okla- 


coming an assistant general agent. 
He became assistant general agent for 
Aetna Life in 1943 and, after a period of 
army service, rejoined Aetna as general 
agent in Salt Lake City. 

He has been president of the Toledo 
Life Underwriters Assn., a director of 








Wildrick Made Manager 

E. W. Wildrick has been appointed 
manager of Sun Life of Canada at 
Jacksonville, Fla., succeeding the late 
LeRoy Johnson. 

Mr. Wildrick, who at one time was 


Mr. Harrison has had broad experi- 
ence in life insurance, personal produc- 
tion and agency management. A native 
of St. Louis, he has operated in Mis- 
souri, Oklahoma and more recently in 
Washington. Formerly with Atlas Life, 
he was for many years one of its lead- 
ing producers. 


Skelley Heads New Lincoln 
National Okla. City Agency 


Lincoln National has opened a new 
office at Oklahoma City with Keith 
Skelley as general agent. The Skelley 
agency will cover 45 counties in west- 
ern Oklahoma. 

Mr. Skelley is a marine corps vet- 
eran, a graduate of Oklahoma A. & M. 





He specializes in programming, estate 


analysis and business insurance. 





Acacia Mutual Promotes 


Howarth, Hicks and Wolfson 


the Ohio 
Lake association and president 
Lake C.1..U. 


Snyder to Toledo Post 


Preston G. Snyder has been promoted 


association and of the Salt 


of Salt 





Opens Branch at Seattle 


has opened a_ branch 
appointed 


Canada Life 


office at Seattle, and has 


agency supervisor at Jacksonville, has 
been manager at Charleston, W. Va. 


Acacia Mutual has appointed Gerald 
A. Howarth manager at Memphis and 
Robert S. Hicks as manager at Durham, 
N. C. W. B. Wolfson of San Francisco 
has been promoted to unit manager 
there. 

Mr. Howarth joined Acacia in Newark 





——eeanpeamenenenntads 
GENERAL AMERICAN 


Sell 


LIFE’S 


-()-Vision 





.' ONLY NILA, Me My, 
AAA A AN ANA 
“4 Charles F. 
LD» starring °° Bizzell, 
i, Bp, Little Rock, 
Arkansas 













SPECIAL ‘ 
COVERAGES — 
WOMEN AND 
CHILDREN = 


in a multiple line 


feature event 





ACCIDENT, SICKNESS, 


HOSPITALIZATION” 


another reason why General American 
Lifemen are always in business 













FAMILY 
HOSPITALIZATION, 















Ny zc. 1 
GENERAL AMERICAN 


Life 
Group 


‘fa 





SAINT LouIS A&S 


I= 
Lire INSURANCE COMPANY 


Commercial 





in 1947 and has been a unit manager. 
An air force veteran, he sold magazines 
and aluminum and just before going 
with Acacia was with Federal Telephone 
& Radio. He became associate manager 
at Newark in 1949. 

Mr. Hicks went into insurance with 
Lincoln National at Charlotte, N. C., in 
1946, went to Liberty Life as a home 
office supervisor in Greenville in 1948 
and has been its manager at Durham 
since 1949. He replaces the late Julian 
C. Lentz. He is a war veteran. 

Mr. Wolfson has been with the San 
Francisco branch since 1946. He is an 
army veteran. 





Joel in Santa Ana, Cal., Post 


Eric Joel has 
been named gener- 
al agent at Santa 
Ana, Cal., for 
Franklin Life. Mr. 
Joel started in 1933 
as a debit agent at 
Winnipeg for Lon- 
don Life. In 1938 
he was promoted to 
sales superintend- 
ent and held that 
position until 1950, 
when he went to 
California. He is 
a GA.W. 


ar aati idee 





Erie Joel 





Names Wieman at Dayton 


Guarantee Mutual Life has appointed 
Ralph W. Wieman general agent of a 
new general agency at Dayton, O. Mr. 
Wieman has been in the business for 
several years. 


Hopkins Joins Federal Life 


Sam B. Hopkins, who has had several 
years’ experience as personal producer 
and agency manager, has been appointed 
south Texas agency supervisor for Fed- 
eral Life at San Antonio. 


State Mutual Hires : Hallinan 


State Mutual Life has named Kenneth 
J. Hallinan as group representative at 
New York. Mr. Hallinan has been in 
the group department of Equitable So- 
ciety since 1935, starting in New York 
City. From 1941 to 1943 he was with 
that company at St. Louis. After army 
service he was assigned to Baltimore. 





Hilbert Made Associate 


E. J. Hilbert has been aPPointey 
associate manager of the the William 5 
Vogel agency of Columbian Nation, 
Life at Newark. Mr. Hilbert formerly 
was with Phoenix Mutual Life ther 





Pope Assistant at Miami 


Robert M. Pope has been named a; 
sistant manager at Miami of Mutya 
Life. He joined the agency two years 
ago after going to Miami from Caf. 


fornia. He has been a leading producer | 





Colonial Life has appointed the Nel. 
son & Ward Co. general 
agency of Jersey City as general agents 
with James E. Barton as associate gen. 


eral agent. Mr. Barton, an attorney, en. | 


tered life insurance in the home office 


of Home Life of New York in 1932. He 
then went into the field at Newark for | 


that company. 





National Bankers of Dallas has 
opened a branch at Jacksonville, Fla, 
with James E. Richey as manager. Mr. 
Richey has been with the company for 
six years at Memphis. 





Berkshire Life has appointed Samued 

. Emma district manager of the Fox 
River Valley office at Geneva, Ill, He 
is a navy veteran. 











Baker D. of C. President 


The District of Columbia C.L.U chap. 
ter has elected as president W. Elwood 
Baker, New York Life; vice-president, 
Merrill G. Beede, Aetna; secretary, 
Clyde W. Fuller, Connecticut General, 





Brooklyn Brokers Assn. held a special 
meeting recently to discuss problems 
in connection with Preferred Accident 
business. 
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ACCIDENT AND HEALTH 





1951 Time Saver 
of A. & H. Information 
Is Off the Press 


Additional information, revisions in 
keeping with the pace of the A. & H. 


use are contained in the 1951 edition 
of the “Time Saver for Accident and 
Health Insurance,” the handbook of 
commercial accident and sickness policy 
jnformation, published by the National 
Underwriter Co. ; 

Policies of several companies have 
been added to the book this year, and 
contracts of a total of 92 leading com- 
panies and organizations are described. 
The book contains more than 920 pages 
of information which also includes fi- 
nancial statement data and premiums 
and losses of almost all companies and 
organization writing A. & 4H. in- 
surance. 

Types of Policies Detailed 


The policies described are commer- 
cial individually issued (not group) ac- 
cident, A. & H., hospital expense, medi- 
cal and surgical, polio, and other forms, 
and riders that apply. The contracts are 
described completely as to the cover- 
ages provided. Premiums for all ages, 
exclusions, reductions, waivers and any 
special provisions are stated. Some 1,700 
policies and riders are described in the 


book. 

Use of the book is further simplified 
this year in the indexing, all of which 
is now concentrated in one place, and 
in the centralizing of information about 
the company so that it is along with 
the descriptions of its policies. This 
places in the policy pages of each com- 
pany the information about the com- 


pany itself, which was formerly in a 
separate company list. 

New pages of supplementary infor- 
mation have also been added. These 
contain descriptions of basic provisions 
such as are in typical group, franchise, 
blanket, athletic teams, and _ hospital 
and surgical plan contracts. These pro- 
visions are described for their reference 
value and are stated as found in one 
or more of the typical contracts. 

The price of the 1951 “Time Saver” is 
$5.50 a copy. The book is of handy 
small size, is printed on thin paper, 
and has red limp binding that will with- 
stand considerable usage. It can be or- 
dered from the National Underwriter 
Co., 420 East Fourth Street, Cincin- 
nati 2, Ohio. 





Don’t Overlook Policyholder 
While Busting Contest Quota 


It is all very well to secure a bumper 
crop of applications to qualify for a 
prize or to have a picture put in some 
publication, but this should not be done 
at the expense of the insuring public, 
Fred W. Spencer, Ontario registrar of 
agents and brokers, told the Ontario 
Assn. of A. & H. Underwriters meeting 
at Toronto. Sad to relate, apparently 
many agents overlook the right of the 
policyholder to a clear explanation of 
the policy and an understanding of what 
it contains in their zeal and enthusiasm 
to make money and win contests, Mr. 
Spencer declared. 

According to Mr. Spencer, at least 
65% of all complaints received by the 
Ontario department come from the 
A. & H. field. If the complaint ratio on 
the A. & H. class continues, Superin- 
tendent Whitehead may have to take 
remedial measures, Mr. Spencer said. 
Either there will be some housecleaning 
by the insurance people or the govern- 


ment will have to step in and do the 
job. It rests with the agents to inject 
the idea of service into their daily 
routine in addition to their sales en- 
thusiasm, he declared. 


Creditors Life and A. & H. 


Insurers Form Group 

An association of companies engaged 
in writing creditor’s life and A. & H. 
insurance was formed at a meeting at 
Chicago that was sparked by James H. 
Jarrell, president of Old Republic Credit 
Life of Chicago. 

The Consumer Credit Insurance Assn. 
is the title of the organization. It has 
been incorporated in Illinois, and will 
provide for the dissemination of infor- 
mation and for the exchange of ideas. 

Mr. Jarrell said the association will 
promote high ethical standards. 

Mr. Jarrell was elected chairman. 
President is Cecil Woods. He is presi- 
dent of Volunteer State Life and Amer- 
ican Life Convention, Vice-president is 
Dwight W. Hollenbeck, president of 
Credit Life of Springfield, O.; secretary, 
T. Leslie Kizer, president of Central 
States Health & Accident of Omaha; 
treasurer, Harry O’Brien, Bankers Se- 
curity Life of New York. 

Headquarters of the association have 
been established at 1513 Bell building, 
Chicago. 


Mich. Blue Cross Quarrel 


LANSING, MICH.—Refusal of Mich- 
igan Hospital Service (Blue Cross) to 
accept applications from members of 
the teamsters’ union who already have 
hospital coverage supplied by their em- 
ployers under terms of union contracts 
has stirred a controversy in Michigan. 

James R. Hoffa, Detroit, who heads 
the Michigan union, complained to 
Commissioner Forbes alleging “dis- 
crimination.” 

James R. Foster of the hospital serv- 
ice answered a departmental inquiry by 
explaining that the hospital service pro- 








vides complete proteetion and that the 
teamsters would need no other form 
of coverage. 

Hoffa contended the Blue Cross atti- 
tude indicated an attempt to establish 
a monopoly and that the matter should 
have attention of both state and federal 
agencies to determine if legislation 
should be enacted to curb such practices. 





Krauel San Diego Speaker 


Arthur C. Krauel, general agent of 
Pacific Mutual Life at Los Angeles, 
spoke at the first meeting of the San 
Diego A. & H. Underwriters Assn, on 
“Combining A. & H. Insurance with the 
Sale of Life Insurance.” 

Mr. Krauel on short notice filled in for 
the scheduled speaker, Frank W. Bland, 
Pacific Coast manager of National Un- 
derwriter Co., who was injured in an 
automobile collision. 





Medical for Small Groups 


Pacific Mutual Life’s group depart- 
ment has introduced a new coverage kit 
of prepaid medical insurance for em- 
ployers of 10 to 24 workers. 

It offers liberal hospital, surgical and 
medical care indemnities, for employes 
and dependents, with provision for x-ray 
and laboratory examinations, ambulance 
service, polio care and additional acci- 
dent expenses. The coverage is offered 
under two plans, identical in hazards 
covered but varying in indemnities. 





Swanson to Old American 


R. H. Swanson on June 1 will be- 
come assistant actuary for Old Ameri- 
can of Kansas City. He was a world 
war air force pilot. Mr. Swanson is a 
graduate in actuarial science at Drake 
University and has been with the Mis- 
souri department since 1949. With Old 
American he will do new policy re- 
search in the life, A. & H., and hospi- 
talization fields. 
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New York 
107 William St. 











centrated loss. 


KANSAS CITY, MISSOURI 
21 West 10th St. 


Chicago 
175 W. Jackson 


Johnstown Flood. 


May 31, 1889 


2000 Persons Drowned 


IF Accident & Health insurance had been as 
intensively written then as now, several Com- 
panies could have been impaired by that con- 


CATASTROPHE 


is still a definite hazard. NOW there is SPE- 
CIAL REINSURANCE to cover it. We provide 
this — as one of the many services we have 


built in Accident & Health lines. 


Dictate an inquiry to us! 


San Francisco 
114 Sansome Sf. 
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AGENCY MANAGEMENT 





Revision of Section 213 to 
Bring No Sharp Increases 
in Agent Commission Scales 


Agent compensation is in sharper 
focus in home offices today than ever 
before as a result of the discussions 
of revision of section 213 of the New 
York code, John D. Brundage, direc- 
tor of agencies of Mutual Benefit 
Life, told Indianapolis General Agents 
& Managers Assn. He warned, how- 
ever, that when the section is finally 
revised, no sharp increases in com. 
mission scales should be expected. 
“Compensation has to be considered 
from a competitive standpoint, too,” 
he pointed out. 

Increased compensation is not the 
whole answer to all the problems of 
the business, Mr. Brundage declared. “If 
it were, then those companies which 
already pay substantially above the 
New York scale would now be getting 
the best agents, most sales, and best 
persistency,” he pointed out. “That is 
not generally the case.” 


Five Problems Faced Today 


Mr. Brundage cited five other prob- 
lems faced by the business and home 
offices today: 

(1) The continued increase in the 
percentage of term written: Histori- 
cally, he said, term is bad for the 
agent, the company, and the policy- 
holder. “The freight is paid by the 
policyholder who stays,” he contended, 
“and term owners tend to drop out.” 

(2) The number of lives written 
has dropped sharply: Average num- 
ber of lives per agent in the U. S. 
is 16, Mr. Brundage reported. His 
own company wrote 20,000 fewer lives 
last year than it did in the late ’20’s. 

(3) Income tax on companies is 


rising: Under the present “stop-gap” 
legislation, according to the speaker, 
the tax has tripled since 1949 and will 
go even higher. “The small company, 
especially,” he reported, “is taking a 
lickin.” He labeled the L.I.A.A.-A.L.C. 
proposal for a new tax basis as an 
equitable method. 

(3) Costs of home office operation 
are rising constantly: “Longevity is 
increasing; the interest rate is not help- 
ful; no CSO business is yet paying 
its Own way and won’t for several 
years.” 

Inflation Hitting Companies 


(4) Inflation lis hitting companies 
on costs: The industry favors the fed- 
eral reserve’s position of allowing the 
interest rate to seek its own level, 
and the recent “victory” of the re- 
serve board’s position over that of the 
Treasury is an important step in the 
right direction, he said. 

(5) The problem of what to do 
with home office operations if bombed: 
Mr. Brundage reported that he is on 
a committee in his own home office 
trying to work out the answer to that 
problem for Mutual Benefit. “The task 
of finding somewhere to put 27 ma- 
jor departments is a staggering one,” 
he commented. 

Despite all the problems which face 
the business today, Mr. Brundage con- 
cluded, “we are still in the best sell- 
ing market we have ever known.” The 
public has money and there is little 
competition for it from hard goods. 
The business as a whole should go 
ahead fast in the next few years. 


Hostettler Houston Chief 


H. R. Hostettler, Reliance Life, has 
been elected president of General 
Agents & Managers Club of Houston, 
Tex. Vice-president is Noville Pierce, 
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Metropolitan Life, and secretary. Will 
Chatterton, Equitable Society. 

The management of agencies today 
was the topic of the two speakers, 
Henry Zok, Mutual Life, and Charles 
Farrell, Home Life of New York. 


D. S. Kamp Slated to Head 
San Francisco Managers 


David S. Kamp, general agent for 
New England Mu- 
tual Life, was nom- 
inated for president 
of San Francisco 
General Agents & 
Managers Assn, at 
its luncheon session, 
May 21. The elec- 
tion will be held at 
the “play day,” June 
28. Mr. Kamp will 
succeed C. S. Mar- 
tin, National Life 
of Vermont. 
Other nomina- 
tions are: Don W 
Munro, Union Cen- 








David S. Kamp 
tral, for vice-president, and Hugh Davy, 


Home Life, for secretary; Harry N. 
Lyon, Fidelity Mutual, and Ralph Low, 
Connecticut General, for directors. 


New Montana Group Elects 


The newly formed Montana Life 
Agency Managers Assn. has elected 
Clark Smith, Billings, as president; 
Henry Zahn, Missoula, as vice-presi- 
dent, and Kenneth Davidson, Great 
Falls, secretary-treasurer. 








Life Agency Cashiers Assn. of Detroit 
and Windsor held a cocktail party and 
dinner Wednesday. Robert D. Beach of 
the Onderdonk agency of Lincoln Na- 
tional, was the speaker. 





Prof Don Hayne of the University of 
Washington attended a luncheon of 
Seattle managers to find out what life 
insurance men want included in the cur- 
riculum of his school. A golf outing has 
been planned for June 8. 


SALES MEETS _- 


Provident Mutual 
Regionals Launched 
on Coast, June 4-7 


“Defining Your Job” will be the 
theme of Provident Mutual’s first 1951 
regional meeting at Yosemite National 
Park, Cal., June 4-7. 

Following the opening dinner, to be 
presided over by James H. Cowles, 
agency vice-president, there will be 
three consecutive morning sessions. The 
first of these will be devoted to business 
insurance, and be presided over by 
John T. Wilver, assistant manager of 
agencies. Speakers will include J. Oliver 
Broleen, Portland; Jack O’Neill, Los 
Angeles; Elwood T. Starbuck, general 
agent San Francisco; Harry W. An- 
drews, Tacoma, and Miss Alice E. 
Roché assistant director of education. 

Frederick J. Kiefner, advertising and 
publications manager, will preside at the 
second session the theme of which will 
be “Keeping on the Track.” The four 
speakers will be William T. Baldwin, 
Los Angeles; Clifford M. Beery, general 
agent Denver; Dudley Clark, general 
agent Portland; and Joe B. Long, man- 
ager of agencies. 

Speakers at the closing session, to be 
presided over by Ralph W. Tipping, 
assistant manager of agencies, will be 
Harry A. Bear, Denver; Robert L. 
Nickerson, San Francisco, and Ray E. 
Heppenstali, Seattle. These speakers 











will discuss their plans for the year, 
after which Mr. Cowles will speak. 
Other Provident Mutual regionals are 
scheduled for Hot Springs, Va., 
10-13; Lake George, N. Y., 
and Chicago Sept. 12-15. 


July 
Sept. 4-7; 


Hold Guardian Life Southen, 
Regional Leaders Club Ralh 


President James A McLain of Guy 
dian Life highlighted the southern 4 
gional Leaders Club meeting this wed 
at Edgewater Park, Miss., with a le 
note address which included a disc, 
sion of the company’s objectives for 
1951. The leading Guardian Producer 
from 11 southern states and members gj 
their families were in attendance. ; 

Leaders Club members were we, 
comed at the opening session Monday) 
by Frank F. Weidenborner, agency yicg. 
president. President McLain then pp. 
sented awards to the leading producen) 
of the 1950 club year. James P. Pook) 
member of the Million Dollar Roun} 
Table and Guardian’s leading Producer jg) 
1950, spoke on selling in today’s market 

Warren M. Pace, assistant agency ¢. 
rector, presided at the meeting Tuesday | 
which began with a discussion of Gya.} 
dian’s contracts by Actuary Irving Ro. 
enthal. Mr. Rosenthal also acted x 
moderator for a panel discussion of th 
company’s disability provision. Othe 
members of the panel were Robert f 
Kuhling, Jacksonville; Edward H. My. 
tingly, Atlanta; Robert P. Quarlg 
Richmond, and Mr. Pace. 

The closing session Wednesday, with 
John C. Slattery, director of public mr. 
lations as chairman, featured a busines 
insurance panel discussion headed by 





aannhinnnee 


a BIG step in the 
right direction . . , 





$101,769,730.00 


Life Insurance in Force December 31, 1950 


is the foundation upon 
which we are now building 


build your future with 


this progressive company 


MISSOURI INSURANCE COMPANY 


Home Office 


St. Louis, Missouri 
All forms of Ordinary Life, Weekly Pre- 
mium Life, Hospitalization, Health and 


Accident and Credit Life Insurance. 


Established 1907 























WEST COAST 
OPPORTUNITIES 


77, OS ANGELES 
Yj Population: 1,954,036 
j, Increase of 30% in 10 years. 
YY The miracle city of America. 
Y . . . teeming with new people 
. opportunities . . . several 
Yj, good openings with West 


Coast Life. 


West Gast Life 


INSURANCE COMPANY 


Yy 


SAN FRANCISCO 





= 
Price kc 
counsel. Th 
W. Fane, SI 
ingham; 
AL L. Ragh 
Mr. Weiden 
points madi 
jons. 

erat the cl 
n initiatior 
, a Leader: 
ning was ce 
tion and di 
noon was | 
informal dis 
The fourt 
held at San 


BM.A. E 
to Meet | 


Business 
an eastern 
Lick Spr 
salesmen fi 
which the 
in attendan 
home office 
ance at thi 
meeting to 
in June 1s 
ing period. 
Among t! 
on the pro} 


rance, vice- 
president, 
vice-preside 
be chairma 
R. Morris, 
is in charg 








————— 


Gives V 


United I 
fering poli 
and profe 
based on 1 
women liv 
erage may 
The differe 
tality has 
women m 
cause the} 
there has 
ular insu 
women. 


Central 
pay with e¢ 
tion of an: 
of the poll 
of the in: 
signed to » 
holder has 
or annual 
payment p 


Governn 
Texas afte 
on the co 
method bz 


Mass. I 


“A Ce 
history o: 
written bj 
journalist, 
junction 7 
niversary 
volume p: 
pany’s pr 
in Spring 
in general 

The be 
drawings 
cut artist 
company’: 
tributed - 
well as 
societies. 











LIFE INSURANCE EDITION 


17 




















LY 25, 195, May 25, 1952 
= Toppi iat 1 
; . Topping, associate genera 
outhen ihe pect included: Burnhardt 
ib R W. Fane, Shreveport; Justin Fuller, Bir- 
ally mingham; Thomas J. Miles, Tampa; 
Of Guy. A. L. Ragle, Dallas, and Mr. Slattery. 
uthern | Mr. Weidenborner then summed up the 
rig. Weg) points made during the panel discus- 
ith ; sjons. 
a disc “a the close of the session Monday, 
Ctives fg) an initiation of first-time qualifiers into 
Produce) the Leaders Club was held. The eve- 
embers | ning was devoted to a president’s recep- 
e. tion and dinner dance. Tuesday after- 
ere wel} noon i free for recreation and 
. ‘nformal discussion. 
one = fourth and last regional will be 
then pep held at San Francisco in September. 
Producers) 
r Ro B.A. Eastern All-Stars 
ty coe to Meet at French Lick 
ar| 
zency é Business Men’s Assurance is holding 
uesday} an eastern all-star meeting at French 
of Gua.| Lick Spring, May 27-31. Leading 
ing Ros} salesmen from 23 of the 34 states in 
acted 4 | which the company operates, will be 
M of th} jn attendance, totaling with wives and 
Othe | home office officials about 270. Attend- 
Obert FF ance at this meeting and the western 
H. Ma! meeting to be held at Del Coronado 
uarl | in June is based on an 18-month qualify- 
ing period. . 
ay, with Among the salesmen who will appear 
1blic re. | on the program are . Horn, Ore- 
business gon; E. M. Peterson, Utah; J. M. 
ded by} Black, Tennessee; O. K, Johnson, Ne- 
= praska; Louis Haith, Missouri; W. H. 
———]| Gruver, Indiana; M. E. Ladish, IIli- 
th nois; A. L. Wolf, Arizona; Edward 
e Biggs, Oregon, and K. L, Wilkinson, 
Indiana. rw : 
‘ Eleven home office officials including 
‘i! w. T. Grant, chairman; J . Tor- 
rance, vice-chairman, and J. C. Higdon, 
president, will attend. John W. Sayler, 
vice-president in charge of sales, will 
be chairman of the meeting, and Jack 
1980 R. Morris, director of public relations, 
is in charge of arrangements. 
ding POLICIES 
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Gives Women Better Break 


United Bankers Life of Dallas is of- 
fering policies for educational, business 
and professional women with rates 
based on the proven actuarial fact that 
women live longer than men. The cov- 
erage may be extended to all women. 
The difference in male and female mor- 
tality has been recognized by charging 
women more for annuity policies be- 
cause they live longer, but heretofore 
there has been no differential in reg- 
ular insurance rates for men and 


| women. 





Central Life of Iowa will hereafter 
pay with every death benefit, a net por- 
tion of any period paid beyond the end 
of the policy month in which the death 


| of the insured occurred. This is de- 


signed to cover cases where the policy- 
holder has paid quarterly, semi-annual 
or annual premiums and dies before the 
payment period has elapsed. 





Government Personnel Mutual Life of 
Texas after July 1 will issue all policies 
on the commissioners reserve valuation 
method basis. 





Mass. Mutual History Out 


.“ A Century of Service,” a 192-page 
history of Massachusetts Mutual Life, 
written by Richard Hooker, well-known 
journalist, has been published in con- 
junction with the company’s 100th an- 
niversary celebration this month. The 
volume parallels the story of the com- 
pany’s progress with historical events 
in Springfield as well as the country 
in general. 

The book is illustrated with pencil 
drawings by Ray J. Holden, Connecti- 
cut artist, and photographs from the 
company’s archives. Copies will be dis- 
tributed to all company employes as 
well as city libraries and_ historical 
societies. 


NEWS OF LIFE 


ASSOCIATIONS 





Lenhart President 
of Ohio Association 


Ohio Assn. of Life Underwriters at 
its annual meeting in Akron elected 
John N. Lenhart, manager of Great- 
West Life at Cleveland, president. Next 
year’s meeting will be held at Columbus 
May 15-17. Mr. Lenhart is a past presi- 
dent of the Cleveland association and is 
now chairman of the A. &.H. commit- 
tee of N.A.L.U. 

Vice-presidents elected are W. Henry 
Blohm, Provident Mutual, Cincinnati; 
William B. Hoyer, John Hancock, Co- 
lumbus; Frank A. Lane, Metropolitan 
Life, Akron; Robert F. Horn, Ohio 
State Life, Mansfield, and George O. 
Walker, Franklin Life, Canton. 

Robert K. Zimmer, Penn Mutual, 
Columbus, retiring president, was elect- 
ed to fill the unexpired term of Paul 
M. Smith, New England Mutual, re- 
signed, as national committeeman. Mr. 
Smith had held this position more than 
10 years. Homer Trantham of Colum- 
bus was reelected secretary and counsel. 


The Ohio Leaders Club and the 
C.L.U. held a joint breakfast on Satur- 
day morning, which was addressed by 
Leroy G. Steinbeck, executive manager 
of American Society of C.L.U., Phila- 
delphia, on “C.L.U—a Light Under a 
Bushel.” At a business meeting of the 
Leaders Club following the breakfast, at 
which Graham Hopkins, Lincoln Na- 
tional, Dayton, presided, George H. 
Plante, John Hancock, Cleveland, was 
elected chairman. King Baer, Reliance 
Life, Toledo; Nathan P. Paulus, State 
Mutual, Dayton, and Robert C. Bradley, 
New York Life, Columbus, were elected 
new members of the board. Mr. Hop- 
kins continues on the board. John Geer, 
—— National, presided at the break- 
ast. 

John Fisher, a Canadian broadcaster, 
was the speaker at the banquet, at which 
Judd C. Benson, Union Central, Cin- 
cinnati, immediate past president of 
N.A.L.U., presided. 

Other speakers were Claris Adams, 
president of Ohio State Life, who talked 
at the luncheon on “Our Institution;” 
John D. Moynahan, Metropolitan, Chi- 
cago, president of N.A.L.U.; Fred 


Brand, Jr., Connecticut Mutual, Pitts- 
burgh, and Eber Spence, vice-president 
American United Life, Indianapolis. 
Three films prepared by Dr. Robert 
Mehr of University of Illinois and IIli- 
nois Assn. of Life Underwriters, “What 
Life Insurance Means to You,” How 
Life Insurance Works,” and “Planning 
Your Life Insurance,’ were shown. 

Frank A. Lane, Metropolitan, presi- 
dent of the Akron association, was the 
convention chairman. Richard Haley, 
Ohio State Life, Akron, was the Akron 
association general chairman, assisting 
Mr. Lane, and presided at the luncheon 
when Mr. Adams spoke. 

A training school for local association 
officers will be held at Columbus June 
29. 


Use Rifle, Not Shotgun, Ray 
Wright Urges at St. Louis 


Ray T. Wright, Provident Mutual, 
Lawrence, Kan., former N.A.L.U. trus- 
tee, in addressing Life Underwriters 
Assn. of St. Louis urged agents to pol- 
ish up the idea they wish to present 
to a prospect so that it has the best 
sales potentialities. “Load your gun be- 
fore you go hunting,” he advised. “I 
like the rifle method of selling rather 
than the shotgun or blunderbuss plan. 





JOHN MARSHALL HOLCOMBE, JR. 


His devotion to the progress of the life insurance 


business through increased knowledge and research, 


has advanced the cause of life insurance everywhere. 
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The Last Word 


The prospect has the last word. Very often it is, “Ill take it,” when 
Washington National representatives mention any one of three unusual 
coverages. 

1. Non-can. hospital (guaranteed renewable to Age 65) is something 


that sells, because people like the idea. It’s a natural. 


2. Non-can. monthly income (accident and sickness) with no house 
confinement required, is responsible for large volume production. 

3. Single-premium vision impairment annuity (monthly income for 
life when 90% of vision is lost) is a Washington National EXCLUSIVE 
which many persons buy who thought they had all the insurance they 
needed. 

Washington National is a multiple-line personal protection company, 
writing life, accident, health, hospitalization, franchise and group. Com- 
plete details about our unusual coverages (as well as the standard line) 
will be given to qualified persons who are at liberty to inquire. 


WASHINGTON NATIONAL 
INSURANCE COMPANY 


EVANSTON, ILLINOIS 


H. R. KENDALL, Chairman R. J. WETTERLUND, President 
G. P. KENDALL, Secretary 


The rifle system is the one that pro- 
duces real results.” 

He cautioned life salesmen to re- 
member that the benefits they sell are 
deferred; likewise the benefits they as 
agents obtain through making a life 
insurance sales. “Yet it is amazing how 
fast the future becomes the present,” 
he added. 

He urges stressing the benefits of the 
policy for the policyholder rather than 
the beneficiary, saying: “Sell insurance 
to someone who intends to live rather 
for someone who is is to die.” : 

“You can’t believe in life insurance if 
you don’t carry sufficient life insurance 
on yourself,” he warned. He contended 
that the direct question is the best sell- 
ing method. 

Touching on jumbo cases, he said 
that personally he doesn’t go in for 
big cases, adding that he wrote his 
first $100,000 case in 1950. In this con- 
nection he stressed the advantages of 
building the life insurance estate block 
by block, saying that “repeat sales are 
where the money is.” 


Deston New President of 
San Francisco Association 


Raymond Deston, general agent for 
John Hancock Mutual Life, was elected 
president of the 
San Francisco Life 
Underwriters Assn. 
at its annual meet- 
ing. He_ succeeds 
Jack W. Boyd, re- 
gional manager for 
Franklin Life. 

William W. Bull- 
winkle, Guardian 
Life, was named 
vice-president, and 
Estelle Nagle, New 
York Life, secre- 
tary. New direc- 
tors are George 
Dankwerth, _ Reli- 
ance Life; Paul Knopf, Metropolitan 





Raymond Deston 

















Grandpa's sputtering “horse-less carriage” 
was a sensation back in 1891, the year 
LIFE of GEORGIA was founded. To commemorate 
our 60th Anniversary, we have published 
“The Southern Sentinel,” a newspaper filled 
with 1891 nostalgia. Write us for a copy. 
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WOME OFFICE = ATLANTA 








— and Jules Routbort, Penn Mutual 
ife. 

The new officers will be installed at 
the association’s June meeting, at which 
time national quality awards will be 
presented. 


Montana Votes in Satter 


At the annual sales congress of Mon- 
tana Assn. of Life Underwriters, Frank 
W. Satter, manager for New York Life 
at Butte, was elected president. O'ther 
officers are Henry Zahn, Northwestern 
National, Missoula, vice-president, and 
Fred Dugdale, secretary-treasurer. 

Quarter Million Dollar Round Table 
officers are James Shea, Western Life, 
Butte, chairman; Joseph Persha, Equi- 
table Society, Great Falls, vice-chair- 
man and John Kosens, New York Life, 
Butte, secretary-treasurer. 


Arizona Assn. Studies Inflation 


Arleigh Burton, Phoenix C.P.A., told 
the Arizona Assn. of Life Underwriters 
that inflation is a temporary trend and 
part of a cycle, so that the question is 
not whether deflation will return, but 
when it will return. He stressed the 
role played by life insurance in stabiliz- 
ing the economy and this theme was 
further developed by Herschel M. Alton, 
general agent Kansas City Life, Phoe- 
nix, and Richard G. Bauerbach, Equi- 
table Society, Phoenix, who outlined 
procedures for overcoming the inflation 
objections. Don A. Seeds, manager 
West Coast Life, was named chairman 
of a nominating committee. 


South Bend, Ind.—“Underwriters have 
barely touched the field of selling 
protection to key men in business organ- 
izations so that death will not hinder 
operations of their firms,” Richard Gam- 
ble, division supervisor of field training 
of Metropolitan Life, declared. Many 
insurance men, he said, are under the 
mistaken impression that such sales are 
too involved to be worth the effort. 

Winston-Salem, N. C.—W. H. Cason has 
been elected president for the coming 
year, succeeding Charles Hooper. George 


Richardson and Ike Fendler are yg 
presidents; Nathan Booe, secretary, 
Raleigh, N. C.—Reid S. Towler, yg, 
England Mutual, has been elected preg 
dent; Tom Williamson, 1st vice-presiden, 
Curtis Poe, 2nd vice-president; Geo. 
Passmore, secretary; Coyt Jones, nation, 
committeeman, and Arch Ames, Stat 
committeeman. : 
Lexington, Ky.—Election of officers ani 
recognition of charter members wij] be 
held June 30. It will be a celebration a 


the 25th anniversary of the association | 
Glasgow, Ky.—The Mammoth Cave as. 


sociation was organized here, and 

make application for membership in 
N.A.L.U. Paul W. Holman, Jr, Was 
elected president; Carlos High, vice-pre., 


ident; Jack Goodman, secretary; Ira Wor.) 


sham, national committeeman. 


Oklahoma City—B. N. Woodson, exery, : 
tive vice-president of State Life of pp 
diana, will speak May 25 at 9:39 an} 
and will address the general agents q| 


noon. 
Kokomo, Ind. 





New officers are Har 


V. Foreman, president; Ray Harrison, | 


vice-president; Herschel Marsh, gecrg. 

tary, and Ralph Mitchell, treasurer, 
W. Oliver Cass, Mutual Benefit Lip 

Indianapolis, urged the purchase of pe. 


manent life insurance as against th 


trend toward term insurance, because 
“cheap dollars” are available now, 

Marion, 0. — C. L. Peterson, Seneral 
counsel of Ohio State Life, spoke on “pit. 
falls in Life Insurance Policies.” 


Columbus, 0O.—William A. Sullivan | 
manager of Metropolitan Life at Cincip. } 


nati, will speak May 25 on “My Words 
Go Up, My Thoughts Remain Below.” 

Charleston, S. C.—Wilfrid E. Jones, dj. 
rector of publications of N.A.L.U., spoke, 

Davenport, Ia.—Henry Meese, general 
agent for Travelers, at a dinner meet. 
ing spoke on “How to Write $1 Million 
a Year,” stressing these points: Go ou 
to help people, not sell them; have the 
right mental attitude; have POsitive 
thoughts; have a goal; develop Proper 
habits; have will power and determina. 
tion; have confidence. 

Mansfield, O.—The MansSfield-Ashland 
association elected Robert Meese, presj- 
dent; Howard Rielly, 1st vice-president; 
Don Fleming, 2nd vice-president; Wil. 
liam Mcllyar, secretary-treasurer, Gilbert 
Templeton, national committeeman. 

La Crosse, Wis.—Gertrude S. Valier 
North American Life & Casualty, has 
been elected president of the Western 
Wisconsin assn. to succeed R. D. McDon- 
ald. Harold E. Krause is vice-president 
and Norman W. Scott, secretary. Personal 
experiences were related by Otto Muen- 
ster, Joseph Quillin, Ralph Lance and 
M. B. Matteson. 

Madison, Wis.—Don Ross of Successful 
Farming magazine discussed the farm 
portion of the national market for life 
insurance sales at a luncheon. 

Stevens Point, Wis.—George J. Laikin, 
tax attorney and counsel for the Wiscon- 
sin association, spoke at a dinner meet- 
ing of the Central Wisconsin association 
on “Life Insurance, Taxes and Your Es- 
tate.” Agents from Stevens Point, Marsh- 
field, Wisconsin Rapids and other com- 
munities in this area attended. 

Chicago—The women’s division will 
hear John D. Moynahan, president of the 
National association, and Harry H 
Hicks, field vice-president of New York 
Life, at its annual meeting June 1. Offi- 
cers proposed by the nominating com- 
mittee are: President, Lesla Sabin, Fed- 
eral Life; vice-president, Lynda Egger- 
ding, New York Life; secretary, Evelyn 
Bower, Continental Assurance; treasurer, 
Rose Lewin, Metropolitan. 

Seranton, Pa.— The inaugural dinner 
will be held June 28. Robert J. Hunter, 
trust officer of Third National Bank & 
Trust Co., spoke on estate planning. 

Savannah—V. D. Adams, field training 
supervisor for Life of Virginia, spoke. 

Elmira, N. ¥.—Alec UpDeGraff, trust 
officer of Chemung Canal Trust Co., spoke 
on “Trust Service.” 

Staunton, Va. H. Gayle Borune has 
been elected president of the Valley ass0- 
ciation, succeeding James Hunter, Har- 
risonburg. Robert L. Duke, Harrisburg, 
is vice-president, and William T. Heffler, 
secretary. 

Fort Wayne, Ind.—Frank M. See, New 
England Mutual, St. Louis, spoke on “Life 
Insurance in Today’s Economy.” 








Midwestern United Life of Ft. Wayne 
has been admitted to Michigan. 


Colonial Life & Accident of Columbia, 
C., has joined H. & A. Underwriters 
Conference. 
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AMONG COMPANY MEN 








Manhattan Life Appoints 
Gillroy as Controller 


Gillroy, assistant actuary of 
gi oe bile and Church Pension Fund, 
has been appointed controller of Man- 
hattan Life, He is im general charge 
of accounting functions as chief | ac- 
counting ofhcer under the adminis- 
trative authority of Edward Fitzsim- 

5 retary. 
We tuse joming Church Pension Fund, 
he was with Equitable Life of Wash- 
ington, D. C., as assistant actuary from 
1941 to 1950, except for army service. 
He was chief accounting officer and 
later had general supervision of the 
actuarial department. ; 

He was for several years with the 
consulting actuarial firm of Woodward, 
Ryan, Sharp & Davis, New York. 





Acacia Advances Four 

Acacia Mutual has appointed Arthur 
B. Ambler, Jr., and William Simpson 
associate actuaries. Emil A. Loehl and 
James E. Weikel have been appointed 
assistant secretaries. ' 

Mr. Ambler joined Acacia as_assist- 
ant actuary in 1934 after considerable 
experience with other life companies. 
Mr. Simpson has been assistant actuary 
since 1946, after joining the company 
in 1942. 2 ee 

Mr. Loehl has been supervisor in the 
personnel department and will continue 
in that activity. Mr. Weikel has been 
with the company since 1925 and is 
supervisor of the underwriting depart- 
ment and secretary of the underwriting 
committee. 





Parker Joins New York Life 


Gerald S. Parker has joined New 
York Life as an administrative assist- 
ant on the staff of James T. Phillips, 
vice-president, it has been announced. 
He will assist Mr. Phillips in matters 
relating to the A. & H. business. 

For five years Mr. Parker has been 
with Preferred Accident as secretary of 
the A. & H. department. 





Leaves Conn. Mutual Post 


Dr. Ralph C. Secor, assistant medical 
director of Connecticut Mutual Life, is 
returning to private practice and will 
establish an office at Collinsville, Conn., 
after June 1. He joined Connecticut 
Mutual’s medical department in 1945. 


New Division Is Set Up 


New York Life has created a new 
underwriting research division under 
the general direction of James T. Phil- 
lips, vice-president. Charles M. Sternhell 
has been appointed executive assistant 
and is in charge of the division. He is 
assisted by Cyril R. Fisher, who has 
been named administrative assistant. 

Mr. Sternhell, who is a fellow of So- 
ciety of Actuaries, had previously been 
in the research division of the actuarial 
department of Metropolitan Life. Mr. 
Fisher has been working with the com- 
mittee on insurance practices of New 
York Life, and before that was a mem- 
ber of its actuarial department. 

















Who wis what 


POSTAL LIFE write @Becisely the policies 
you want, and need, In serving your clients 
as agents, brokers, or surplus writers. 






For particulars see any Postal Life General 
Agent or write 


Roy A. Foan, 
Vice President and Director of Agencies 


Li POSTAL LIFE 


NEW YORK 17, NEW YORK 









TFIFTH AVENUE 


Maryland Life Raises Garver | 


to President; Others Rise 


Maryland Life of Baltimore has ad- 
vanced William S. Blackford, president, 
to chairman, Donald H. Garver, 1st vice- 
president and secretary, to president; 
Clarence E. White, 2nd _ vice-president 
and treasurer, to 1st vice-president and 
treasurer; Halliday B. Houck, assistant 
secretary, to secretary, and J. Brookes 
Smith, Jr., to assistant actuary. 

Charles C. Clabaugh, general super- 
visor of agencies, is to retire on June 1 
after 50 years with the company. He 
had started in the actuarial department 
following graduation from C.C.N.Y.. 
and continued in this department until 
1910, when he was appointed agency 
supervisor. 


Crosbie Replaces Gregor 


Confederation Life has named L. M. 
Crosbie registrar of group sales suc- 
ceeding J. S. Gregor, who has resigned 
and plans to move to the United States. 

Mr. Crosbie has been with the com- 
pany since 1935 and moves up from 
the position of supervisor of conserva- 
tion. Mr. Gregor joined Confederation 
in 1927, served as branch secretary at 
Shanghai and London, Ont., and then 
went to the head office as supervisor of 
conservation. 


Sullivan to N. Y. Life 


Daniel L. Sullivan, Jr., has resigned 
as assistant attorney general of the 
state of Washington and as attorney for 
the insurance commissioner and _ the 
state employes’ retirement system to go 
with the group department of New 
York Life at the home office. He will 
be associated with Wendell Milliman, 
vice-president of New York Life and 
former consulting actuary for the Wash- 
ington department. Before going to 
Washington, Mr. Sullivan was an attor- 
ney with the firm of Beekman & Bogue 
at New York City. 


Old Line Names O’Connor 


Dr. Robert D. O’Connor has been 
elected assistant medical director of Old 
Line Life, Milwaukee. A graduate of 
Marquette University medical school in 
1940, he was a medical officer in the 
coast guard and later clinical instructor 
in internal medicine at Marquette. 











Canada Life has appointed G. Gerald 
Daly underwriting executive. Mr. Daly 
has been with the company for 30 years. 





W. Ernest DeCoursey, Covington; 
W. H. Cox, Paintsville, and W. O. 
Harber, Richmond, have been named 
directors of Blue Grass Life. 








Lawyers Plan Program 


At the insurance section of the Amer- 
ican Bar Assn. in New York Septem- 
ber 17-19, the committee on life in- 
surance under Tom Leeming, Chicago, 
will hear a paper on the lawyer and 
business life insurance by Daniel I. 
Reidy of Guardian Life, and there will 
‘be breakfast sessions of the committees 
on H. & A. and life insurance. 

Commissioner Leslie of Pennsylvania 
will discuss the case for state super- 
‘vision and there will be talks on the 
New York disability benefits law and 
war hazards of non-occupational dis- 
ability. 





The Connecticut general assembly has 
passed the new A. & H. standard provi- 
sions bill. 





The Ralph H. Love agency of Con- 
necticut Mutual Life at Hartford, with 
nine agency members qualifying, led all 
company agencies in the number of 
qualifiers for the President’s Club. 
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The most urgent time to save .. . to set aside 
more income for the future is during an infla- 
tionary period. First, you are putting cheap dol- 
lars away for the day when they will be worth 
more . . . second, you are helping forestall an 
abnormal demand for scarce goods which further 


increases prices. 


Every Life Underwriter is fighting the battle 
against inflation. Dollars put into life insurance 
today are dollars withdrawn from the bidding for 
scarce merchandise . . . dollars that will be held 
for a future when they will be much needed. 


The fight against inflation ‘is the fight to keep 
America strong . . . to protect the purchasing 
power of the premium dollars being stored up 
by 83 million owners of life insurance in this 
country today. 
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ROOT HEADS STATE ASSOCIATION 





Aids for Agents Offered at 
N. J. Sales Congress 


By DONALD J. REAP 


Joseph W. Fox, general agent Berk- 
shire Life, Jersey City, was succeeded 
as president of the New Jersey Assn. 
of Life Underwriters by S. Preston 
Root, manager Metropolitan Life, Mor- 
ristown, at the annual meeting which 
preceded the association’s sales congress 
at Asbury Park. 

The association presented Mr. Fox a 
desk set for his services. One of the 
outstanding events of his administration 
was the decision to maintain a full time, 
salaried executive secretary who will be 
in office by July 1. 

The rest of the slate of officers in- 
cludes Justin Warbasse, Equitable So- 
ciety, Plainfield, vice-president; Carl R. 
Keener, Metropolitan Life, Asbury Park, 
secretary; Edmund P. Steel, Equitable 
Society, Trenton, treasurer, and Salva- 
tore Scrudato, Metropolitan Life, Irving- 
ton, national committeeman. 

Mr. Root entered the business with 
Metropolitan at Washington, D. C., in 
1931 as an agent. He became assistant 
manager there two years later. In 1935 
he moved to the home office where he 
spent eight years in various positions in 
the field training division. Since 1947 
he has been manager at Morristown. 

F, Leroy Garrabrant, New York Life, 
trustee of N.A.L.U., welcomed 550 to 


the sales congress. 

By explaining at the time of delivery 
as well as when a policy is sold the 
many benefits it contains appreciation 
for it can be developed and thus may 
lead even to additional sales, said Harry 





S. Preston Root Joseph Fox 


Copeland, general agent, Massachusetts 
Mutual, Syracuse. If people realized 
what an asset insurance is, they wouldn’t 
say they are “life insurance poor.” No 
one says he is “savings account poor,” 
or “government bond poor.” 

He suggested taking 15 minutes at 
the time of delivery to make the insured 
proud of what he has bought. After 
pointing out to him the net cost ask 
him: “How much is your annual pre- 


Liberal First Year 


Commissions. 


2. 


Vested Renewals 


Unsurpassed. 


3. 


Bonus ‘on 


Quality Business. 


4. 


Parconialixed 


Home Office Service. 











Attractive Retirement 
Plan. 


Openings in Virginia, West Virginia, 
North Carolina, South Carolina, 

_ Tennessee and Alabama. For information write: _ 
E. DUDLEY COLHOUN, Director of Agencies. 


Shenandoah Life 


INSURANCE COMPANY, INC. 





mium for automobile insurance?” De- 
pending on the comparison with the life 
premium ask him if he doesn’t think 
he’s worth two or three times as much 
as his automobile. 

Don’t be afraid to ask him to buy 
more, he advised. Agents usually under- 
estimate the applicant’s income by 25% 
from what inspection company reports 
indicate it is. 

Inflation Objection Response 


To answer the inflation objection ask 
the prospect if this means that he would 
like to put the money into common 
stock instead. Concededly great profits 
can be made if stock is bought when 
it’s selling very low and increases later. 
He uses as an example any outstanding 
share and the price it was selling at in 
1932. Then he points out its climb since 
that time. But, he tells the prospect, 
the reason the stock was selling at so 
low a price was that no one had the 
money to buy it in 1932. The smart 


guys, he said, had put their money 
into guaranteed life insurance dollars 
earlier. They were able to make a 
profit. 


When the time came along and de- 
flation had really arrived they used their 
cash values. Obviously, he points out, 
now isn’t the time for buying common 
stock. 

The morning session concluded with 
an inspirational talk by George A. Saas, 
sales consultant of Indianapolis. His 
message was to do a little more for 
people than the average fellow will do 
and they will come back for more. 


Likes Tax Approach 


Everyone is concerned about high 
taxes, said Ernest D. Haseltine, North- 
western Mutual, Boston, and this opens 
them up to tax approaches. The more 
income a man has the less return he 
makes on his investments, he pointed 
out. A married man earning $5,000 a 


_ year may net, after taxes, about 5% on 
‘a share of A.T.&T. stock, but a married 


man making $30,000 a year will net less 
than 214% after state and federal taxes. 

Where excess profits tax rates apply, 
executives are eager to explore pension 
possibilities. Higher income taxes make 
it almost impossible to finance a sur- 
vivor purchase agreement out of the 
survivor’s income, he said. He dis- 
cussed a case involving two partners 
in a leather firm, one of whom died re- 
cently. Based on today’s tax rates, the 
surviving partner will need more than 
$200,000 gross income to pay the $100,- 
000 he owes his partner’s widow. 

If a man has a $200,000 estate and if 
his wife dies before he does, her funeral 
can cost that family $28,000, through 
the loss of the marital deduction. If the 
widower’s income is $20,000 a year, in 
addition to that $28,000 he is going to 
pay $4,000 a year as an additional cost 
as long as he remains unmarried be- 
cause he loses the marital split on his 
income taxes. Doesn’t it make sense 
that the wife’s life should be insured 
against that cost? 


$7,000 a Year Tax Free 


He suggested developing approaches 
which explain the effect of taxes on the 
prospect’s assets in simple language. 
One of these approaches was: “Mr. 
Jones, do you know that if you and Mrs. 
Jones had reached age 65 a year ago 
today, you could have received $7,000 in 
income last year, without having to pay 
a penny in income taxes?” This means, 
in more colorful and interesting phrases, 
that social security income is tax free, 
that personal exemptions double at age 
65, and the application of the 3% rule. 

Tell wealthier prospects: “Mr. Cadil- 
lac, if you had a choice, would you like 
to have your estate taxes paid out of 
what your executor is able to raise by 
selling the business, or would you like 
them to be paid by an insurance com- 


pany so it can be left intact for yoy 
sons?” 

With a partner or a stockholder jp 
a close corporation ask: “Do you know 
that there is a 40 to 50% luxury tax fo, 
allowing yourself the luxury of using ay 
old-fashioned way of buying out yoy 
associate’s widow?” 

Robert Gilmore, Jr., Mutual Benefit 


Life, Bridgeport, trustee of N.A.LU. } 


spoke on the benefits of N.A.L.U. mem. 
bership. 


Greater Need for Service 


Constant pressure for additional goy. | 
from _ government } 


ernment benefits 
agencies or on an “over the counter” 
basis calls for greater efforts than ever 
before to give clients the service only 
an agent can provide said William P 
Lynch, 2nd_ vice-president, Prudential, 
This involves the constant application 
of greater knowledge in the agents 
daily work, he suggested. Good sery. 
ice today demands of the agent a cus. 
tom made and persuasive sales pre 
sentation, and regular contact with 
policyholders so that their insurance 
continues to fit their changing needs, 
He suggested that agents ask them. 
selves these questions: “Do we always 
use the ‘older policies’ National Sery. 
ice life insurance in such a way that 
they will mean more dollars to the 
beneficiaries? Do we check to see 
whether veterans benefits are in the 
picture? When we set up a program, 
do we allow enough flexibility, through 
the use of the withdrawal privilege, 
so that the beneficiary will not be hog- 
tied if economic conditions change be- 
fore the insured’s death? When we 
urge the insured to name his children 
as contingent beneficiaries so that the 
claim proceeds may not revert to his 
estate, do we make sure that they are 
not included on the policy that is in- 
tended for last expenses so the claim 
settlement will not be delayed? When 
we recommend use of the automatic 


WANT ADS 


Rates $12 per inch per insertion—linch mini 
mum. Limit—40 words per inch. Deadline Tues 
day noon in Chicago office — 175 W. Jackson 
Blvd. Individuals placing ads are requested to 
make payment in advance. 
THE NATIONAL UNDERWRITER 
Life Insurance Edition 











GENERAL AGENCY OPENINGS 


Substantial basis for qualified men — 
with proven success record in recruiting 
and management. 

Top nation-wide company, with group 
and all Accident & Health Coverages. 

Five current openings: 

Two in metropolitan California cities — 
two in Texas — one in Oregon. 

Replies strictly confidential and any en- 
closures showing accomplishment returned 
upon request. 

Address F-20, The National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Illinois. 








ASSISTANT GENERAL AGENT 
IN WASHINGTON, D. C. 


Are you a good personal producer, able to re- 
cruit, train men; interested in joining successful 
Agency of Eastern, mutual, full level reserve 
company on salary and commission? Give full 
information to Box E-97, The National Under- 
writer, 175 W. Jackson Blvd., Chicago 4, Illinois. 








AVAILABLE 


Chartered Life Underwriter, fifteen years experi- 
ence, successful producer, active in underwriter 
and communal activities. Will consider a Gen- 
eral Agency in the Baltimore-Washington area, 
partnership in an agency, or any other favor- 
able offer. Address F-42, The National Under- 
writer, 175 W. Jackson Blvd., Chicago 4, Ill. 
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‘um loan provision, are we care- 
premio recommend it only to the man 
who travels a great deal and needs it? 
(Indiscriminate use of this provision 
leads to excessive borrowing and ul- 
timate loss). When we use the common 
disaster clause, 


do we leave it off the 
‘clean up fund’ policy? (If we 


don’t, 
no payment can be made to the bene- 
until 


15 to 30 days after the 


ficiary | Z 
insured’s death). : 

Economic events of the last four 
months are bearing out the predic- 


tions made earlier in the year that there 
never has been a more favorable time 
jor the sale of life insurance than in 
1951, he stated. 


Pacific National to Hold 
Its Convention June 17-19 


Pacific National Life will hold its 
agency convention June 17-19 at Salt 
Lake City, with about 50 delegates 
and their families from 11 western 
states and Hawaii in attendance. It will 
be the first at the company’s new home 
office. ; Nae 

Ray H. Peterson, president, will give 
the welcoming address. The Utah Day 
luncheon will be the first day, with 
Utah general agents in charge. There 
will be a golf tournament that after- 
noon. . ; 

L. W. Messinger, vice-president and 
actuary, will outline a_new policy con- 
tract. Kenneth W. Cring, vice-presi- 
dent and superintendent of agencies, will 
give some sales slants and Dr. James Z. 
Davis, medical director, will speak on 
medical department procedure. William 
I. Spere, executive assistant, will con- 
duct discussions on agents’ instruc- 
tions. 

Field. Men on Program 


Other speakers are Wayne E. Hib- 
bard, Portland, Ore., on “Persistency;” 
C. Gale Baker, Boise, Ida., “Estate Pre- 
servation;’ A. W. Satterstrom, Phoenix, 
“How We Prospect;” Walter T. Taki- 
guchi, Honolulu, “Agents Time Con- 
trol’; Lamar Holley, Springville, Utah, 
“Preparing a Brief’; Clifton I. Johnson, 
Sale,” and Doyle F. Child, Afton, Wyo., 
Sale,’ ’and Doyle F. Child, Afton, Wyo., 
“Mental Attitude of the Life Insurance 
Salesman.” 


Old Home Office Is Sold 


Interstate Reserve Life of Chicago 
has sold its old home office at 10 East 
Pearson street, which it occupied for 30 
years, to the Salvation Army. The com- 
pany moved last fall to new quarters 
at 7460 North Sheridan Road. 


Northern Life has appointed G. W. L. 
MacKenzie British Columbia manager. 











Seattle Women Life Underwriters acted 
as hostesses at a women’s financial forum 
coal by the University ow Wash- 
ington. 


Weizell Assigns One 
Man to Learn for 
the Whole Agency 


Wilbur B. Wetzell, general agent for 
Northwestern National at Sterling, III, 
has devised a successful way to keep his 
men studying new sales techniques and 
markets. For each week’s agency meet- 
ing, Mr. Wetzell assigns one particular 
man to lead a discussion on a specific 
subject and to explain this subject to 
the other members of the agency. In 
order to make a clear presentation to 
his fellow agents, the discussion leader 
has got to do considerable research. 
For example, one week Mr. Wetzell 
may assign L. M. McCormick to do 
some research on business insurance 
selling and to report his findings at the 
agency meeting. The chances are very 
good that not only will Mr. McCor- 
mick learn a great deal about business 
insurance, but he will be stimulated to 
put this knowledge into practice. The 
chances are good that his report will 
catch the fancy of some of the other 
members of the agency. Thus through 
intensive study by one man, the whole 
agency can be vested with new knowl- 
edge and new motivation. 








Convention Dates 


May 29-31, Canadian Life Insurance 
Officers Assn., annual, including life 
agency officers section, insurance adver- 
tising section, Royal Alexandra hotel, 
Winnipeg. 

June 3-6, National Assn. of Insurance 





Commissioners, New Ocean House, 
Swampscott, Mass. 
June 11-13, International Assn. of 


A. & H. Underwriters, Dallas. 


June 14-16, Life Insurers Conference, 
aad hotel, White Sulphur Springs, 
a. 


June 15-16, Texas Assn. of Life Un- 
derwriters, Galvez hotel, Galveston. 
June 18-20, L.1..A.M.A. combination 
companies. spring conference, Green- 
sae hotel, White Sulphur Springs, W. 
a 


June 18-29, Life Officers Investment 
Seminar sponsored by the Financial Sec- 
tion of American Life Convention, Be- 
loit College, Beloit, Wis. 

June 21-22, annual meeting, Kentucky 
Life Underwriters Assn., Brown hotel, 
Louisville. 

June 25-27, American Life Convention, 
Medical Section, Broadmoor hotel, Colo- 
rado Springs. 

June 28-30, National Assn. of Insurance 
Counsel, White Sulphur Springs, W. Va. 

Sept. 10-12, International Claim Assn. 
annual meeting, Monmouth hotel, Spring 

ake, N. J. 

Sept. 17-21, National Assn., of Life 
Underwriters, annual meeting, Biltmore 
hotel, Los Angeles. 

24-26, Life Office Management 
Assn., annual conference, Edgewater 
Beach hotel, Chicago. 

Sept. 24-27, National Fraternal Con- 

gress, annual, Morrison hotel, Chicago. 














John -N. Lenhart, Great-West Life, Cleveland, chairman A. & H. committee of Na- 
tional Assn. of Life Underwriters, and newly elected president of the Ohio associa- 
tion; D. Stuart Walker, Mutual Benefit H. & A., Philadelphia, chairman Disability 
Insurance Coordinating Committee; E. L. G. Zalinski, N.A.L.U., and J. W. Scherr, 
|.._Inter-Ocean, at H. & A. Underwriters Conference annual meeting. 


New England Mutual Trains 
100 Advanced Midwesterners 


Nearly 100 agents of New England 
Mutual from 12 agencies in the Chicago 
area will attend an advanced under- 
writing conference at the Edgewater 
Beach Hotel on June 1-2. 

William C. Gentry, assistant di- 
rector of agencies; Robert J. Lawthers, 
director of benefits and estate planning; 
Doris Montgomery, attorney and man- 
ager of the pension business department, 
and Merton E. Sayles, field supervisor, 
will conduct the meeting. This will be 
the fifth in a series of regional con- 


ferences in the application of life insur- 
ance to business problems. 


Tax Exemption Rejected 

WASHINGTON—The House ways 
and means committee rejected a pro- 
posal to exempt from tax the first $1,440 
of all pensions, annuities and retirement 
pay of all retired public and private 
employes. 








Harrison L. Amber, president of Berk- 
shire Life, has been elected president 
of the Pittsfield Community Chest. 

Sterling of Chicago has been licensed 


to write life and A. & H. in Maryland. 
It is licensed now in 23 states. 








my future security is assured! 


| was rendering a creditable underwriting service and help- 
ing to build security for my clients. One day | read about 
the special benefits Protective gives to its General Agents. 
| wrote a letter. Now I'm a General Agent and am assured 


of an equally secure future of my own. 


All I Did 
Was Write 


a Letter! 


... and now 





Our Compensation Plan—Includes 
liberal first-year and renewal com- 
missions, vested renewals, lifetime 
service commissions, non-contribu- 
tory retirement plan, hospitalization 
and surgical benefits, and a SPE- 
CIAL CASH BONUS FOR PER- 
SISTENCY. 


Our Training Plan—Includes con- 








Bests 
NT te BIRMINGHAM 


the South since 1907. Insurance in force over $400 million. 


Serving 





PROTECTIVE LIFE is a real career 





GENERAL AGENCY OPENINGS IN KENTUCKY, TENNESSEE, 
ALABAMA, MISSISSIPPI, TEXAS 


For further information, write to C. B. Barksdale, Supt. of Agencies 


PROTECTIVE LIFE 


INSURANCE 


William J. Rushton, President 


tinuous office and field training in 
successful sales methods, consist- 
ing of a 5-point learn-as-you-earn 
program. 

A complete line of Policy Contracts. 


Personal Relationship—Agency op- 
erations are exceptionally flexible 
so that we can do things the way 
you want them done. 





COMPANY 


ALABAMA 
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LEGAL RESERVE FRATERNALS 





Fraternal Actuaries 
Assn. Holds Spring 


Meeting at Denver 


DENVER—Fraternal Actuarial Assn. 
held its spring meeting here the day be- 
fore the western meeting of Society of 
Actuaries. Lyle H. Barnhart, Fidelity 
Life Assn. of Fulton, IIl., president of 
the fraternal actuaries, conducted the 





rejected for a second time a request by 
International Workers Order to be per- 
mitted to renew its license in Indiana, 
which was revoked on April 1. Paul A. 
Pfister, deputy commissioner, com- 
mented that I.W.O. has 3,000 policies 
in effect in Indiana, but that most of its 
customers are unaware of the nature of 
the organization, which has been labeled 
“Communist front” by the U. S. attor- 
ney general. 


Dreyer Named Treasurer 
Standard Life of Kansas has named 





Must Retain Right 
to Develop Forms 


(CONTINUED FROM PAGE 2) 





fight when the department can well 
cause us additional trouble in the future 
in the same or other areas?” 

He continued, “Particularly in the 
group field, companies have had trouble 
when they have sought to provide addi- 
tional benefits to those insured and the 
disapproval can only be based on fear 
resulting from lack of precedent. Thus, 
some departments have placed insurers 
in the position of being unable to write 


meeting. 
Walter W. Steffen, assistant secretary C. E. Dreyer treasurer to succeed the a coverage which is desired by the buyer 


of Lincoln National, presented a paper 
detailing a method of determining the 
value of an agency’s business to the 
home office. The method developed in- 
dices of value to measure the initial 
investment, the total value of the busi- 
ness when considered over a 10-year 
period, and the effect of varying the 
lapse rate, field acquisition expense, and 
average size policy. These factors make 
it possible to compare the value of the 
production of different agencies and to 
single out agencies that deviate far from 
the average business produced by the 
company as a whole. 
Discusses Mortality Decline 

Frank G. Dickinson of Chicago, di- 
rector of American Medical Assn.’s bu- 
reau of medical economic research, 
gave a paper on the significance of a 
half-century’s decline in population mor- 
tality. His paper was interesting from 
a philosophical as well as a statistical 
point of view. For example, he said 
the less present fear of death because of 
improved mortality has lessened the fear 
of God and has been a blow to religion. 
He warned that pressure for social se- 


late Martin Miller. Mr. Dreyer is a 
director. E. S. Parnell has been elected 
a director. 





The Ohio house insurance committee practical day-to-day problems, With a in 1891, with 15 present. 
has recommended for passage a bill reg- pragmatic approach, we live with this decade 


ulating fraternals. 


To Address Newark CLUs 


George Johnson, Prudential’s director 
of public information, will speak at the 
May 29 luncheon of the Newark C.L.U. 
on “Public Relations and the Agent.” 


Pasco Misidentified 


John Pasco, Jr., who was recently 
elected vice-president of the Virginia 
Life Underwriters Assn., is with Equi- 
table Society at Petersburg. An item 
in the May 11 issue gave his company 
as Home Beneficial. 


N. W. Mutual Organ Gets Award 


For the best presentation and expla- 
nation of Blue Cross and Blue Shield 
in industrial publications of 78 Wiscon- 














which they are willing to offer for a 
price and which does not contravene 
any statute or rule. 

“There is no one answer to these 


regulation which is sometimes close to 
department legislation, doing the best 
we can under all of the circumstances. 


Approach to Problem Important 


“Yet our approach to legislative and 
regulatory problems, whether they be 
important or relatively minor, as are 
most policy form questions, deserve 
serious consideration, not only in the 
light of the immediate effect on our 
business, but also with a view of the 
whole picture which includes changes 
occurring as a result of the interstate 
character of our business,” he declared. 

Mr. Brooke indicated that the life in- 
surance business is in a new and unique 
situation in which federalism has pre- 
vailed and Congressional action has an 
all-important impact on the business. In 
recognition of this, the A.L.C. and 
L.I.A. have established a Washington 
office, the importance of which cannot 


curity liberalization is largely the result 1 I , : 
of the aged in the population trying to Sin companies whose employes are cov- be overemphasized, according to the 
exploit the younger members, who will ered, a plaque has been awarded to the speaker. He acknowledged that without 
have to make the heavier contributions, Pillar, Northwestern Mutual’s home of- doubt the regulation and control of the 


Arthur W. England, consulting ac- 
tuary, presented a paper on the proposed 


fice magazine, and citations to Donald 
Krueger, its editor. Dean J. L. O’Sul- 
livan of the Marquette University col- 


business by the states is in a strong 
position, but it is a position unique to 
the pattern of governmental regulation 


California fraternal code. : : : : 
The informal discussion brought out lege of journalism judged the publica- generally. 


that term plans offered by the fraternal 
societies have been increasing in num- 
ber, and term business has been on the 
rise, largely the result of public demand. 
As to handling of term riders in the 
annual statement, the general practice 
is not to include such business as part 
of the in-force total. Bases for granting 
production credit on term insurance vary 
considerably from one fraternal to an- 
other. 


Indiana Again Blocks I.W.O. 


The Indiana insurance department has 





Fidelity 
Scores 
High 
Where It 
Counts 
Most 





tions. 


United States Life was host at an in- 
formal reception at Chicago to mark the 
opening of the regional offices of the 
company with Donald V. Springgate in 
charge. In attendance from the home 
office were Richard Rhodebeck, presi- 
dent; Fred O. Becher, Jr., assistant 
vice-president group division, and Wil- 
liam P. White, director of group sales 
and service. 


Charles A. Legget, assistant treasurer 
of John Hancock, located at Chicago 
and handling direct loans in the mid- 
west area, has resigned to become vice- 
president and treasurer of Acme-Evans, 
Indianapolis flour-milling company. 


Alexander F. Gillis, general agent of 
Provident Mutual Life at Newark, has 
appointed his son, Philip H. Gillis, agen- 
cy supervisor. Philip Gillis has been 
nominated for president of Life Under- 
writers Assn. of New Jersey. 


RECORDS 


























Our leading producers have 
again reminded us that Fidel- 
ity Life scores high in: 


V Training Program 

V Field Supervisory Assistance 
V Sales Aids 

V Home Office Cooperation 
V Claim Service 

V Incentive Plans 


FIDELITY LIFE 
ASSOCIATION 
Home Office - Fulton, Illinois 











New business issued and paid for in 
Bankers Life of Iowa the first four 
months totaled $68,316,759—$8.7 million 
more than for the same period last year. 
Ordinary insurance accounted for $41.7 
million and group for $26.5 million. Sales 
for April alone totaled $25,546,507, half 
ordinary and half group. Insurance in 
force at the end of April reached a new 
high of $1.6 billion—an increase of more 
than $43 million for the year to date. 
This included $1,273,258,768 ordinary and 
$329,790,603 group. 

Guarantee Mutual Life’s new paid busi- 
ness in April showed an increase over 
last year for the fourth consecutive 
month. Gain for the first four months 
over 1950 totals 8.3%. Insurance in force 
at May 1 was $286,944,658. 

Old Line Life’s insurance in force at 
the end of the first quarter was $140,506,- 
555, a gain of $1,516,072. New life insur- 
ance paid for in the quarter was $3,328,- 
eae and A. & H. premiums totaled $250,- 


The speaker indicated that insurers 
have little opportunity to bargain with 
the buying public, because their prices 
are fixed by the laws of probability, ex- 
penses and earnings. He said, “Our 
bargaining on the terms of the policy is 
done with the legislatures and with duly 
constituted regulatory officials. This 
lack of bargaining power on our part 
as to contract terms has led some courts 
to announce sensible rules of construc- 
tion, since it is recognized that it cannot 
be said the policy is drafted solely by 
the issuing company.” 


U. S. Life Hospital Form 

A new hospital or nurse indemnity 
policy for individuals and family groups 
has been introduced by United States 
Life. Known as the “quality” hospital 
policy, it provides daily hospital benefits 
up to $12.50 a day for as long as 100 
ays for men and women, and up to $10 
a day for children, $5 a day nurse serv- 
ice at home. Expenses for emergency 
hospital treatment, and maternity at 
home or in hospital are also provided. 
Optional benefits include operation 
visits in hospital up to 30 days. 


TerBush Host at Party 

Dave TerBush, president of TerBush 
& Powell of New York and Schenec- 
tady, was host at a party for the em- 
ployes of the New York City office. 
Guests of honor included Superintend- 
ent Bohlinger of New York; Harry 
Anderson, superintendent of agencies of 
Travelers, Richard Rhodebeck, presi- 
dent of U. S. Life; C. A. Carlisle, Jr., 
group manager of TerBush & Powell, 
and William Wagner, secretary-treas- 
urere of T. B. & P. 

The New York office has qualified the 
group A. & H. plan for the New York 
County Lawyers Assn. which is the 
largest bar association group in the 
country. 








Mass. Mutual Looks 
Back on 100 Years 


(CONTINUED FROM PAGE 2) 





———— 


anecdotes and observations about ea¢) 
of the first 10 decades of the company, 
existence. 
Massachusetts Mutual men in the Ny. 


tional Assn. of Life Underwriters in b 
cluded George N. Carpenter, then gen. | 


eral agent at Boston, who became the 
first president of N.A.L.U. j 

Others similarly honored were 
Johnson of Springfield, 1899; 
E. McMullen of Los Angeles, 1906; | 


Brackett Bishop of Chicago, 1911, anj 


George E. Lackey, Detroit, 1940, 
15 Attended First Convention 

Mr. Fischer said the Massachusetts 
Mutual 


had 2,417 policies for $5,106,000 in force 
and the leading producer, James (zr. 
penter of New York City, had written 
176 policies for $402,300. 


He recalled that promineg; | 


in 1899 | 
James Lf 
Frank 


held its first agents’ convention | 
: I In its first | 
Mr. Fischer said the company | 





Three of the six living members oj | 


the field organization with 50 years or 
more of service were present and syjt. 
ably honored. They are Milton Allis, 


Springfield, Mass.; Nathaniel Hartwell, | 
Boston; Reuben U. Darby, Baltimore | 


and Frank H. Lewis, Newark. 

Besides Mr. Kalmbach and Mr 
Fischer, the opening session speakers jn. 
cluded T. M. Green, Oklahoma City, 
president of the agents’ association, and 
Clarence W. Reuling, Peoria, IIl., presi- 
dent of the general agents’ association, 
who opened the program Monday with 
greetings to the group. Vice-president 
Charles H. Schaaff was a speaker, as 
was Henry I. Davis of Atlanta who led 
a panel of million dollar producers. 


Moynahan, Todd to Speak 
at Chicago C.L.U. Annual 


_John D. Moynahan, president of Na- 
tional Assn. of Life Underwriters, and 
John O. Todd, Northwestern Mutual, 
chairman of the Million Dollar Round 
Table, will be speakers at the annual 
meeting June 5 of the Chicago C.L.U. 
chapter. 

The following slate of officers will 
be proposed for election: Lorraine Sin- 
ton, Mutual Benefit, president; Robert 
F. Ober, Berkshire, vice-president; 
Robert K. Schott, Phoenix Mutual, 
treasurer, and Herrold Schmitt, New 
England Mutual, secretary. 





Connecticut General has leased the 
new building at 27 Beekman street in 
New York City. The claim department 
will move there June 1. This is another 
northward extension of the downtown 
insurance district. 


Metropolitan, Mutual Benefit Life, 
Mutual Life and Pacific Mutual Life are 
participating in the purchase from 
Armour & Co. of $12 million in new first 
mortgage 3% sinking fund bonds, due 
July 1, 1971, at 98.125 and accrued in- 
terest. 


W. H. Tillotson, Columbia, S. C., and 
C. W. Webb, Shelby, N. C., have been 
named agency supervisors in their re- 
spective agencies for Pilot Life. 





Robert E. Dineen, vice-president of 
Northwestern Mutual Life, spoke at a 
meeting of Cincinnati Sales Executives 
Council. 





ROYAL LEAGUE 
309 W. Jackson Bivd., 
Chicago 6, Illinois 


LEGAL RESERVE LIFE INSURANCE WITH 
ATTRACTIVE SOCIAL AND BENEVOLENT 
BENEFITS. 
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—=—==5 ae : e : ad a 
,0oks | War Risk Is Big Topic at Western Actuarial Meeting 
(CONTINUED FROM PAGE 1) 
Irs coeds 
GE 2 ‘celection, and that a clause be- definite obligation to spend a reasonable will prevent government interference 
| ) a f f ity “busi I” for it is impossible to figure that the 
———__ | <omes necessary for reasons of equity amount to assure “business as usua r it is impossible g ; 
ng different classes of policyholders following complete destruction of a government would not be in the picture 
about ext | — , epee it becomes necessary for home office. Cost and delay in recon- in the event of a major disaster, _ 
company’s el of safety. structing complete records from field Ray M. Peterson, Equitable Society, 
Prominen | rete said some sort of automatically office records or from microfilm would said the basic purpose of a war death 
n the Na | if-canceling war clause is advisable if be high. Prudential’s compromise pro- pool is to equalize strains on_ surplus. 
Writers in- [ - business is ever to get general pub- gram depends, therefore, on reproduc- It is recognized that contributions to a 
then gen. | fie acceptance of war clauses. Recall- tion of I.B.M. files, photostats, and pool should not be enough to bank- 
€came the HC an earlier suggestion for a clause extra carbon copies, as well as micro- rupt a company, consequently contribu- 
In 189 os would gradually reduce the amount film. Prudential also is dispersing tions should be limited. For example, 
James[ ft bject to the restriction, he suggested original records in some cases. if the pool provided for a contribution 
9; Frank f ae be called the ‘old soldier” clause Some investment papers are in pro- of $5 per $1,000 and actual losses in a 
1906; Lf anes it just fades away. tected vaults in Newark with lists micro- given catastrophe were $8 per $1,000 
1911, ang H. G. Paff, Prudential western home filmed for storage elsewhere. Policy then the company would be reimbursed 
+0. fice said the Korean losses have billing and accounting are safeguarded for five-eighths of its disaster loss, An- 
pond the risk is greater than the rates by duplication of the punched card file nuity reserves at risk are relatively 
achusetts | are made for and involve a subsidy on and_ storage at out of town record small as compared with net amount of 
vention | the part of other policyholders, who office. Industrial life and lapse registers insurance at risk, and would not go 
its fir: | might be critical of this subsidy. He will be held in Newark for six months far to offset death losses. Mr. Peterson 
company | favored use of war clauses rather than and then moved to the record office said in his opinion there is no very 
in force | restrictive underwriting. ., Where they can be referred to by tele- good reason for including annuities in 
les Car. Ross be wow, ie ee a Fs —— a gr = hs ee the pool. 
i today’s conditions are ¢ med at once and again later in file ; 
eee] = conclusive to anti-selection than sequence, with the exception of items Ways of Setting Up Pools 
bers of | before Pearl Harbor. No amount regula- rarely referred to, such as payroll Edward A. Green of John Hancock 
rears o; | tions can fully control anti-selection, checks. Prudential’s existing decentral- said there might be a better way of 
nd suit. | he said, but regulations can cut it down jzation .program is an important safe- dividing the business into pools than 
n Allis a great deal. © : ; guard in the event of enemy action, by merely ordinary, industrial and 
artwell, W. E. Levins, Lincoln_ National read since records, personnel and equipment group. For example, monthly ordinary 
Itimore | a discussion by _,G. Whitbread, would be available to assist in restoring might go in the industrial pool. He 
Reliance Life, who said that use of a normal operation in any one of the said the pool projected is so limited 
d Mr war clause should not depend solely several home offices. that it would not take care of more 
cers in. on ype ea gpl ie al nee ig — “, che con 
i He pointed ou nat other types on ew or ity and that if this 
“ City business do not assume the extra haz- BOMB HAZARDS limited type of pool is adopted the com- 
presi ards due to war and there is no reason panies should be very careful not to 
‘iation | why life companies should subsidize ; lead the public to think the atomic 
y with | what is an obligation of the people as H. G. Johnston of North American bomb hazard had been taken care of. 
ssident | a whole. . : Life of Canada, who was with a London In the session on expenses, discussion 
er, as F. P. Chapman, Metropolitan Life. company at the start of the war, said submitted by R. I. Jacobson of North- 
ho led said the company had experienced no that company split its headquarters into western National brought out that with 
. anti-selection, which he at- two rural locations, one of which was rising prices it is going to cost more to 


serious ; 
tributed to the cooperation of the field 


force and the company’s rule that in- 
surance would be limited to about five 
times annual income. Metropolitan has 
found it necessary to modify the amount 
applied for in only about two-tenths 


f Na- , onl 
» and of 1% of applications because of war 
utual, hazard. 
ome Be Normal Hazard 
nual May Be Norma azar 
LU. P. K. Frazer, whose discussion was 
? presented in his absence by V. E. Hen- 
will ningsen, Northwestern Mutual, stressed 
Sin- | the value of being able to sell protec- 
obert tion that always pays off, regardless of 
lent; cause of death. He said that if every 
tual, | young man is going to have to serve 
New a tour of duty in the armed forces the 
companies should take this as a normal 
hazard of life. ; 
the | Edward Ruse, Confederation Life, 
‘t in noted the two schools of thought, one 
nent being those that restrict policies only 
ther when war looms, and this school has 
own set the pace in the U. S. and Canada. 
The other school argues that the war 
‘ hazard is uninsurable and that duty to 
wife, | existing policyholders demands exclu- 
are sion of war risks, and hence permanent 
rom war clauses are justified. One advantage 
first of the latter course is that it would 
due better protect the present policyholders 
in- and beneficiaries, that if they had the 
choice to make they would prefer a 
company with a permanent war clause. 
and Harwood Rosser, Occidental of Cali- 
een fornia, said a permanent war clause 
re- would undoubtedly result in ill will 
among policyholders, if the experience 
with such restrictions in disability and 
te accidental death benefits is any indica- 
tion. 
ves G. G. Myer, Confederation Life, de- 
vlored the tendency to postpone think- 
— ing about the war hazard to life in- 


surance operations. He pointed out the 
possible futility of elaborate duplicate 
records if a company’s assets are wiped 
out or if regular personnel and vital 
equipment are destroved. He also raised 
the question as to when a security pro- 
gram should be started. In the light of 
| international conditions, his own com- 
’ pany is considering microfilming cer- 
r tain investment records with current 
changes, 

F. E. Rathgeber, western home office 
of Prudential, said a company is under 








XUM 


handle business regardless of increased 
mechanization and this should be taken 
into account in fixing rates on non- 
participating business. Under the pro- 
posed 614% federal income tax plan 
it will require a net rate of 3.21% be- 
fore tax to earn 3% after tax. 
Lumir Slezak, Occidental of Cali- 
fornia, said inflation hits agents’ com- 
missions worse than the general run 
of the population because the volume 
of new life insurance does not fully 


destroyed with all its records. Even 
so, the company had little trouble, be- 
cause of branch records and other dupli- 
cate data. He said war clauses should 
include civilian as well as military mor- 
tality, as civilian mortality will be 
tremendous. : 
Arthur Pedoe, Prudential of England, 
whose discussion was read by E. F. 
Estes, Bankers of Nebraska, said it 
is futile for companies to band together 
for mutual protection in the hope it 


reflect the lowered purchasing power 
of the dollar and because of the trend 
to lower premium policies. He said 
the only answer might be to increase 
premium rates. “It is my opinion that 
with respect to expenses and costs of 
doing business this is the most serious 
problem we have to face” he said. “As 
inflation continues this particular prob- 
lem will become more and more serious 
and unless a satisfactory solution is 
obtained the quality of the agency 
force will deteriorate. This will cause 
home office and agency expenses to in- 
crease still more.” He suggested the 
possibility of making $2,500 the mini- 
mum size policy, with the $1,000 policy 
being relegated to the debit basis. 

Donald B. Warren, St. Louis con- 
sulting actuary, reinforced Mr. Slezak’s 
suggestion for a $2,500 minimum for 
ordinary policies. He said it isn’t right 
to load up the larger policies with the 
disproportionate expense of the $1,000 
policy. He thought a company might re- 
tain a stripped down policy or two that 
could be loaded to pay their own way. 

Mr. Pedoe submitted a discussion 
covering expenses of Canadian com- 
panies divided into large, medium and 
small companies. The figures showed 
reduction in unit costs immediately after 
the war and the steady increase since 
that time. Increases in salaries have 
been largely responsible for increases 
in expenses partly because of more per- 
sonnel but chiefly because of higher 
salaries. Part of this has been offset 
by higher average policies. 


Manpower Shortage Expedients 


Henry Rood, Lincoln National, said 
there is a real problem in getting new 
men into the business and showing an 
increase in their earnings. In this dis- 
cussion on streamlining operations to 
meet the worsening manpower short- 
age, A. C. Olshen, West Coast Life, 
stated (in absentia) that his company 
had initiated a part-time employment 
plan using high school students. In the 
field, one helpful plan has been to pay 
more to managers and agents for per- 
sistent business. N. T. Fuhlrodt, Central 
Life of Iowa, said employment of high 
school and local college students had 
been helpful in the last war and resulted 
in a source of partly trained help on 
graduation. 

Mr. Fuhlrodt warned against jumping 








es 





” ie 


Substandard Service Disability Income 





a 
=) 
& 
> 
3 
wm 
:-) 
rm 
ad 
> 
a 
& 
= 
a” 
> 
° 
£ 
3S 


Field 


"links" 


Office. 


THE 1O 


Quick sale packages plus ti 


Health & Accident 
cies 





Production 


ALL THE LINKS 
IN THE OSLICO CHAIN 
ARE STRONG 


Don't overlook this important 
one — a warm, friendly spirit 
of cooperative effort which 
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24 
too quickly to mechanization as a 
remedy. Much can be done, he said, 


by carefully analyzing operations to 
see what can be eliminated or modified 
without detriment. Approximations can 


be used in many operations without 
sacrificing equity. Longhand cor- 
respondence is being used more tor 


routine correspondence with policyhold- 
ers. 
ee te 


Perry, State Farm Life, dis- 


cussed (in absentia) 
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veloping higher level replacements on 
an organized basis. Weaning them 
away from competitors after they are 
already developed is expensive in money, 
time and friends, he said. 

Robert J. Randall, New York depart- 
ment, suggested that life companies re- 
move whatever restrictions they may 
have on the hiring of qualified Negro 
help and that this would go far to re- 
lieve the manpower’ shortage. Mr. 
Randall, who is a Negro himself, got 
the biggest hand of the day for his 
suggestion. There was considerable dis- 
cussion of activities of local actuaries’ 
clubs. 

The gathering adopted an amendment 
to the constitution changing the method 
of electing the vice-president. Instead of 
electing four vice-presidents each year 
two will be elected each year tg serve 
for two years. However, at the annual 
meeting this fall the society will elect 
four vice-presidents, two for one year 
and two for two years. 

The following presented papers: Har- 
wood Rosser, Occidental of California, 
“A Present Value Approach to Protect 
Margins and Dividends”; C. G. Groe- 
schell, Northwestern Mutual, ‘“Valua- 
tion of Reversionary Interests Involv- 


ing Two or More Lives for Federal 
Income Tax Purposes”; Dale R. 
Gustafson, Ohio National, ‘Terminal 


Reserves from Mean Reserves and Net 
Premiums”, and L. O. Shudde, secial 
security administration, “Mortality Ex- 


Strong Testimony for 


(CONTINUED F 


perience Under the Old Age and Sur- 
vivors Insurance System.” 

Mr. Groeschell’s paper dealt with a 
type of situation that occurs frequently 
when an estate is divided between life- 
time beneficiaries and a charitable insti- 
tution. 

Mr. Shudde’s paper covered well over 
a million deaths in the decade 1940-49. 
An abnormally high mortality was 
found among newly retired employes 
quitting work between ages 65 and 69. 
Deaths among active workers were 
much less than anticipated, especially 
in the early years of the plan. Mr. 
Shudde suggested that there may have 
been many who failed to file claims 
for small lump sum benefits. 

Governor Thornton of Colorado made 
a brief talk at the luncheon Tuesday. 
He stressed the importance of life insur- 
ance in fostering individual independ- 
ence and reducing demands for govern- 
ment aid. 

Through the courtesy of Ray D. Mur- 
phy, executive vice-president of Equita- 
ble Society and chairman of the Joint 
Life Insurance Assn.-American Life 


“Convention committee on war problems, 


copies of tabulation showing arithmeti- 
cal illustrations of how the proposed 
inter-company war death pool would 
work, were distributed at the meeting. 
The tabulation was based on a plan 
which is only tentative and based on 
future acceptance by the company or- 
ganizations. 


Top Planning 
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cost of the 18 non-planning groups 
amounts to $1,100,000 per year. The 
prospects of realizing an 11% reduction 
in payroll costs through the introduc- 
tion of central staff planning would 
seem to warrant thoughtful considera- 
tion to the use of the facility by com- 
panies which have not adopted it,” he 
declared. 


CONTROL REPORTS 








E. J. Moorhead, executive vice-presi- 
dent United State Life, said that man- 
agement could profitably give greater 
attention to research and control reports 
and to planning and checking progress. 
According to Mr. Moorhead, a_ basic 
error in the strategy of the business 
stems from the practice of viewing sta- 
tistics primarily as data for the annual 
statement and priceless information re- 
mains hidden because the annual state- 
ment doesn’t require it. Along this line, 
he suggested that “this year to date” 
comparisons with “last year to date” be 
abandoned. He said that companies 
should cease mixing things that don’t 
mix, such as term and endowments, 
first year annual premium and single 
premium. Much could be done to sim- 
plify statements of management, accord- 
ing to the speaker, and pride in state- 
ment-making can be engendered by 
such devices as having statements 
signed by the person making them. It is 
often desirable to set up a projected set 
of estimates at the start of the year and 
to report periodically on the trend re- 
lated to the forecast, he commented. 
Statements can be streamlined, eliminat- 
ing cents, reducing decimal places on 
percentages and periodically checking 
on the value of reports to warrant their 
continuance, he declared. He mentioned 
the advisability of obtaining summaries 
from the creators of the statistics as the 
best authorities on what the figures 
mean, and termed it feasible to make 
greater use of inter-company compari- 
sons. Mr. Moorhead stated that charts 
could be used more extensively in pre- 
senting statistics for quick understand- 
ing. 

L. B. Cuyler, vice-president in charge 
of personnel for National City Bank of 
New York, stated that life insurance 
companies would do well to set aside 
funds to assist young men and women 
in their employ to obtain better and 


higher practical and cultural education 
and training than the means or circum- 
stances of their employment makes pos- 
sible. He said that his bank for more 
than 20 years has recognized the im- 
portance of such a program for young 
employes who have had only a high 
school education. The bank accom- 
plishes this through a foundation set up 
to carry on the work, unencumbered by 
having to answer too strictly for what 
it does. 

Planning projects that are paying 
dividends were discussed by a panel at 
the closing session. Harry L. Archy, 
secretary Fidelity Mutual, was chairman 
of the symposium. 

The use of punched card accounting 
for mortgage loans was described by 
Lucian F. Bloodworth, secretary Lib- 


erty National. He said that a manual 
and bookkeeping machine system 
worked until his company’s portfolio 


grew to more than 5,000, but after that 
it was found helpful and an actual econ- 
omy to adopt a punch card accounting 
system for their mortgages which are 
99% on a monthly payment basis. 

Harold B. Brian, assistant vice-presi- 
dent Teachers I. & A., explained how 
his office had speeded up operations and 
effected savings from a system of pre- 
mium card control, with these records 
impounded in one location. Under the 
old system, these cards had been with- 
drawn for departmental use by all units 
of the company. 


Birck Payment Plan Favored 


The bulk payment method of han- 
dling renewal commissions was recom- 
mended by William J. Burgar, comp- 
troller, North American Life of To- 
ronto. He said that this newly adopted 
plan aided agents in their personal 
budgeting by making monthly pay- 
ments equal; permitted greater mechani- 
zation of the work through punch cards; 
minimized the chance for error; speeded 
up payments. 

Money has been saved and policy- 
holder service has been enhanced by 
permitting branch offices to handle sur- 
renders and policy loans direct, as well 
as death benefit payments, H. M. Har- 
rell, treasurer Gulf, said. Many problems 
were involved particularly in connection 
with policy titles, he said, but with a 
carefully planned routine and excellent 
cooperation in the field, the company 
has had excellent results. Last year, this 
company had 80% of monthly ordinary 


and 85% of weekly premium eat, 
claims paid immediately by branch oj. 
fices, often within hours of filing, \, 
Harrell said that the surrender valy 
field opens up the possibility of at least 
controlling correspondence, both in the 
five times as many service contacts x 
the claim cases. 

Carl H. Page, secretary Central Lif 
of Iowa, described several projects ¢. 
fectively undertaken by his company 
interest of economy and better service 
Included were a shift to machine ic. 
tation; centralization of correspondence } 
and typing; planned routing of maj 
through departments; form _ letter 
where repetitive information is involved: 
letters with check-box answers; ep, 
dorsement letters, with spaces for reply 
and carbon copies enclosed for retain. 
ing the data; even the use of hand. 
written notes where feasible, to minj. 
mize time loss. 

Effective economies in manpower, to. 
gether with greater efficiency in opers. 
tions were credited to the adoption oj 
the Burroughs Sensimatic machine {fo 
policy loan records, by D. A. Roberts 
assistant secretary Mutual Life of Cap: 
ada. In personnel alone, he said that 


two clerks less were required for han. | 


dling the company’s 25,000 items 
monthly. 
H. P. Stebbins, secretary Bankers 


Life of Nebraska, told of his company’s 
use of punch cards for dividend history 
and accounting. He said that control of 
dividend calculations has been jn. 
proved; peak loads have all but disap. 
peared; more information has _ been 
available for policyholders at a mini- 
mum of cost; personnel requirements 
have been reduced by 30% even though 
there has been a 40% increase in par. 
ticipating contracts. 


Disbursement Accounting System 


A disbursement accounting system, 
set up at the first of this year, has 
proved highly successful, Carl Arnold, 
supervisor of the general accounting de- 
partment of Interstate L. & A,, said. 

The system, which makes use of 
punch cards, has been found by the 
company to have resulted in less fatigue, 
less loss motion, less check spoilage, 
more attractive appearance of check, 
greater volume, facilitated bank recon- 
ciliation, a better basis for cost account- 
ing and for analysis of accounts. 

The company’s checks under this sys- 
tem, Mr. Arnold explained, are prepared 
from a punch card designed and ar- 
ranged so as to carry all the necessary 
and desired information for a check, a 
disbursement journal and for the sum- 
marization of a general ledger and trial 
balance. The procedure is set up to 
require a payee card, a possibility of two 
explanation cards and any number of 
extra cards necessary to distribute prop- 
erly the disbursement to the various ac- 
counts affected. One card: is used for 
each different account. The same. card 
form serves for each of the purposes 
stated. 


$1 Million in 4 Months 


Max Seigler, Montreal, Great-West 
Life’s. leading Canadian agent in 1950, 
has already passed the $1 million pro- 
duction mark for 1951. At the end of 
April Mr. Seigler led the company and 
for the four-month period had _ placed 
$1,046,295. He qualified for the Million 
Dollar Round Table for 1949 and 1950. 
He will shortly mark his 31st anni- 
versary with Great-West. 








Cincinnati Trust Contest 


John G. Rudd, a student at Univer- 
sity of Cincinnati law school, was the 
winner of the first prize of $100 in the 
contest sponsored by the Cincinnati 
Council of Life Underwriters & Cor- 


porate Trustees, based on the problem 


of drafting a living trust agreement. 
There were four other cash prizes, three 


going to University of Cincinnati law 


school students and one to a student 
of the Chase College of Law. D. W. 
Hostetter, Central Trust Co., was con- 
test chairman. Speaker was Mayo 
Shattuck, Boston attorney. 
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@ 
you have a prospect who is interested . 
in a plan that your own company 
does not offer, or 

e 


pr ee eeeececsccosososoosoeosccosooccce® 


you have an underwriting a, : 
where wide experience with sub- : 
@ 


standard risks can provide a solution, , 





you have a case beyond your own 


company’s limits where a specialized 





surplus service can help you, or 





e° PHONE YOUR NEAREST MANUFACTURERS LIFE 
‘ OFFICE LISTED BELOW. 


Detroit Portland 


Los Angeles 
Chicago Hartford Newark Saginaw 
Cincinnati Honolulu Philadelphia San Francisco 


® Baltimore 
e 
@ 
e Cleveland Lansing Pittsburgh Seattle 
e 
e 
® 


Also licensed in the District of Columbia, Arizona and Idaho. 


° YOUR OWN COMPANY FIRST .. . THEN 
THE 


'*@ MANUFACTURERS 
INSURANCE LIFE COMPANY 














ia stories ‘to Paebs . 
it's the kind of home office — 
p that every man expects and gets. 
~. Liberal contracts . . . cooperative 
underwriting . . . competitive rates 

.. planned programs ‘that get 
dotted line action, all mean 
vastly increased earnings for 
Philadelphia Lifemen. We're 

growing . . . because we 
work together. 


HILADELPHIA LIFE................. 
INSURANCE COMPANY 


PHILADELPHIA 7. PA... William. Ellictt.. President... “ 












U.S. LIFE... 


A Better Life to Live! 


Where else on earth does the workman operate so 
many and such ingenious machines to help him earn 
the highest income in the world’s history? And where 
else is he able to buy so many things to make life 
comfortable and happy? 

With only %s5 of the world’s population, we pro- 
duce about 14 of the world’s goods and services ... 
work shorter hours, get more pay .. . and have the 
highest standard of living known. 

It didn’t just happen . . . there’s a reason for it... 
it’s the Miracle of the American Economic System. 
* * * 

The role of American insurance agents is to help 
insure protection of every person’s lifetime interest in 
America ... to insure the life for the family . . . to insure 
the earning-power for the working years. 

United States Life policy plans are complete. Inter- 
ested agents should see them. Also ask for details on 
the unusually salable Quality Disability Plan. 


The 


United States Life 
INSURANCE COMPANY 
in the City of New York 






84 William Street, 
New York 38, N. Y. 























Hi e are proud to be 


numbered among those 
who are continuing 
to provide future 
financial security 
in the best traditions 
of the American way of life. 


ATLANTIC LIFE 
INSURANCE COMPANY 


RICHMOND, VIRGINIA 
Established in 1900 
ROBERT V. HATCHER 
President 


“HONESTLY, IT’S THE BEST POLICY’”’ 











































Do you have prospects who would like to buy Retirement insurance 
but who cannot afford it? 


Do you know that many of the lower premium forms of Travelers Life 
insurance issued today provide elective income benefits for the insured at 
age 65? That those same policies are ideal for the man whose primary 
concern is protection for his family during the early policy years? 


For example, you can offer a 30-year old prospect $10,000 Life insurance 
with premiums paid up at age 65 for a monthly premium of $19.00. The 
same policy will provide for the insured an elective Life income option of 
$39.70 monthly at age 65. 


Next time a prospect tells you he can’t afford to think about Retire- 
ment insurance, tell him about the guaranteed income options available 
with many of The Travelers forms of Life insurance. 


And don’t forget to point out how a monthly life income plus 
Social Security, can make the difference between a comfortable 
retirement and a mere existence after age 65. 


For more information on Retirement plans to fit almost any client’s 
needs, consult the nearest Travelers Life office, or write 


The Travelers INSURANCE COMPANY 


HARTFORD, CONNECTICUT 


